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HOMES EXPERIENCE 
ON PUBLIC SCHOOLS 


Loss Ratio Varies Widely in Different 
Sections of the 
Country 


SHARP RATE ADVANCE NEEDED 


While Hazard Has Steadily Advanced 
Tariffs Show Constant 
Reduction 


The discussion of rates on public 
school buildings begun in The Eastern 
Underwriter, has resulted in close at- 
tention being given to this class in 
underwriting circles. 

A representative of The Eastern 
Underwriter found assistant Secretary 
Howard P. Moore, of the Home, deeply 
engaged in comparing the statistics of 
that company for the past five years. 
Mr. Moore stated that some seven 
years ago, owing to the great unprofit- 
ableness of public schools, every risk 
of the class in the East, except small 
“district” schools in the country, was 
inspected and reported on by the regu- 
lar field force. Asa result of this careful 
canvass of physicalcharacteristics, many 
school lines were dropped, a few were 
cancelled, and improvements were re- 
quired principally in heating arrange- 
ments and “housekeeping,” in a large 
number of cases. 

Five Year Experience of the Home 

Mr. Moore pointed out that in spite 
of this expensive and drastic handling 
of a difficult matter, the experience of 
the past five years on a volume of 
more than one-half million dollars 
throughout the United States and 
Canada, has been a loss ratio of 61 7-10 
per cent. This was on public schools 
only, no boarding or military schools, 
colleges, universities or convents being 
included. 

Mr. Moore further said: “After all 
other considerations have been exam- 
ined, the one great fact recognizable 
above all others is that the class is 
clearly unprofitable. Even an average 
increase in rates of 25 per cent. wouid 
not cause the loss ratio to drop below 
50 per cent., which is a figure that 
will not admit of more than a normal 
profit considering the high expense 
cost of the business. 

Average Rates and the Loss Ratio 

Taking the States which produced 
premiums of over $5,000 for the five 
year period as showing a broader ex- 
perience than the others, the average 


(Continued on page 16.) 
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INSURANCE COMPA 


NEW YORK 


ELBRIDGE G. SNOW, President 


What is FIRE INSURANCE from the Property Owner’s 
Standpoint? 


Ample CASH CAPITAL ($6,000,000). 


SURPLUS as regards Policy-holders ($17,873,019), large in proportion 
to liabilities ($15,266,896). 


ASSETS ($33,139,915) of the highest grade, so invested as to be uniform- 
ly secure throughout the country and immediately available in 
case of conflagrations. 


LIABILITY in large cities conservatively distributed and well within 
(not beyond) the resources of the Company. (Special conflagra- 
tion reserve, $1,800,000). 


A REPUTATION, the steady growth of 60 years of consistent fair 
dealing with large and small insurers alike 

















Entered United States 
1866 


North British 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 











Liability Accident 


Fidelity and Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 133 WILLIAM STREET, NEW YORK 
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INSURANCE LAW IN 
BANKRUPTCY CASES 


Counsel Mcintosh, New York Life, on 
Rights of Insured, Creditors, 
Beneficiaries 


COURT DECISIONS INCONSISTENT 
Vested Rights of Wives and Children 
Explained to Underwriters’ 
Association 


James H. McIntosh, general counsel 
of the New York Life, explained the 
rights of insured and beneficiaries. in 
bankruptcy cases, in an address before 
the Life Underwriters Association of 
New York at Murray’s 
Tuesday night, saying in part 

“The property in a life insurance 


Restaurant on 


policy, like property in every other 
thing, belongs to those who have an 
actual interest in it. If a policy of in- 
surance is taken out by the insured in 
favor of his estate, that is a property 
that belongs solely to the insured. If 
a policy is taken out by the 
on his own life for the benefit of an- 
other, then that other is interested in 
the property and it becomes the joint 
property of the insured and the bene 
ficiary. 
The Beneficiary’s interest 

“The beneficiary’s interest may be of 
one or two kinds: It may be an in- 
terest which the insured has reserved 
the right to defeat by reserving in the 
contract the right to change the bene 
ficiary; or it may be an interest which 
is absolute in the beneficiary because 
the assured has not reserved the right 
to change the beneficiary. 

“Now it is a curious thing that when 
the policy, as most policies do, reserves 
to the insured the right to change the 
beneficiary the courts have made all 
sorts of decisions about what is the 
nature of the interest of the beneficiary 
For my own part I declare I never 
could see why there should be any 
doubt or discussion on this question 
Yet, there are all sorts of decisions 
made upon it that are inconsistent 
with each other and inconsistent with 
what I believe to be the true interest 
of the beneficiary when the assured 
reserves the right to change the bene- 
ficiary at will. The policy is property 
All property is vested in someone. 
Where the insured reserves the right 
to change the beneficiary all the prop- 
erty in the contract is vested in the 
insured and in the beneficiary. In 
other words, the beneficiary’s right is 
a vested right in such a contract just 
as much so as if insured had not re 
served the right to change the, bene- 
ficiary, and cannot be defeated except 
in the way the parties to the contract 
have agreed. 

When a Man Becomes a Bankrupt 

“When a man who is insured be 
comes a bankrupt, the bankruptcy law 
invests the trustee in bankruptcy with 
title to all the property of the bank- 


insured 
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I KNEW I COULD DO IT! 


A friend told me that I could make more money in the life insurance business 
than in the line I was working at 


I Was Making $3,000 A Year! 
What Makes The Difference ? 


Now I Am Making $6,000! 





Phoenix Mutual Life Insurance Company 
OF HARTFORD, CONN. 


JOHN M. HOLCOMBE, President 
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which, at the time he was ad- 
bankrupt, he might have 
transferred or which could have been 
levied upon and subjected by legal 
process to the payment of his debts. In 
other words, the bankruptcy law puts 
the trustee in bankruptcy, as of the 
date of the adjudication in bankruptcy, 
into the shoes of the bankrupt. 
“Now, what effect does this have on 
the rights of the insured in his policy? 


rupt 
judged a 


The law makes a special provision 
about insurance. It says that the in- 
sured, where the policy has a cash 


surrender value payable to _ himself, 
may, Within thirty days after the com- 
pany has advised the trustee in bank- 
ruptcy of what the amount of the sur- 
render value is, redeem the policy 
from the trustee by paying the trustee 
this cash surrender value. 

3ut, notice, the cash surrender value 
must be payable to the insured him- 
self. If the wife or any other person is 
beneficiary of the policy, the probabili- 
ties are that the surrender value can- 
not be obtained by the insured him- 


self. It can be obtained only by the 
joint action of the insured and the 
beneficiary. Then, in that case, the 


policy does not pass to the trustee in 
bankruptcy. 

“Or again, the beneficiary has a vest- 
ed interest in the contract. The bene- 
ficiary is not bankrupt. The  bene- 
ficiary is not subject to the jurisdic- 
tion of the court because he has not 
been brought into court. There is no 
way that the bankrupt by being ad- 
judged bankrupt can affect the interest 
of the beneficiary. It is the bene- 
ficiary’s property, out of power of the 
law, as well as of the court, to affect 
or destroy. 

Vested Rights of Beneficiaries 

“This has been the subject of a lot of 
litigation and bad decisions, due to the 
failure of the vourt to recognize the 
fundamental thing, namely, that the 
beneficiary has a vested interest in the 
insurance, and hence any attempt of 
the court to destroy the interest of the 
beneficiary is ineffectual because it is 
taking her property without due process 
of law. 

“Our company has stood for the 
beneficiary in bankruptcy cases at all 
times. So I suppose have the other 
companies. 

“The fact of the matter is that you 
and the companies you represent be- 
lieve in the high purpose of insurance. 
You believe that the primary purpose 
of insurance is to protect the family 
and to conserve the home, and you 
stand for making your insurance do 
what you think it ought to do. 

“So, with us, when the courts have 
tried to take away from the wife as 
beneficiary her interest in insurance 
after the assured became bankrupt, we 
nave stood for her right, and opposed 
it. And I have myself defended cases 
which were not our cases but the bene- 
ficiary’s. I may have known more 


about her rights than she did or than 
lawyer did, 


her and have gone into 


the court and advocated her cause and 
sustained it. 
Purpose of Bankruptcy Law 

“The purpose of the bankruptcy law 
is this: To turn all of the property of 
the bankrupt into cash and pay that 
cash over to his creditors for the 
liquidation of his debts as far as it 
will go, and to let him start in life 
anew, without any debts hanging over 
him. If the insurance policy is not 
capable of being turned into cash by 
the assured for his own benefit at the 
time he is adjudged a bankrupt then 
it is not affected by the adjudication 
in bankruptcy.” 

At the conclusion of 
address he submitted to the grill of 
the question box. Judging from the 
number of questions asked there is the 
keenest interest in this community re- 
garding the rights of wives and chil- 
dren of men who fail in business and 
who are heavily insured. Nearly two 
hundred were present. 


Mr. MclIntosh’s 





PRUDENTIAL’S CONCERTS 





Newark Company Adds_ Attractive 
Features to Monday Entertain- 
ment Program 





The Prudential has made arrange- 
ments to add to the interest of its 
noon hour entertainments for employes 
at the home office by providing the 
services of 1 number of noted musical 


artists and lecturers for a series of 
monthly talks and concerts. There 
will be two of these each day. One 


will be in the late afternoon after office 
hours and the other the same evening, 
the same lecturer or performers ap- 
pearing on each occasion. 

The entertainments will begin No- 
vember 20 and will end April 16. The 
first will be a lecture by John Kendrick 
Bangs, the humorist, who will give his 
talk on “Salubrities I have met.” This 
will be followed by an illustrated talk 
showing the wonders of the Grand 
Canyon as well as pictures of south- 
eastern Indian life. 

On January 22 there will be a con- 
cert by Salvatore de Stefano and the 
Colonial Quartet, and on February 19 
Professor Harvey Green, of the West 
Chester Normal School, will give his 
lecture on “Life’s” Musical Scale.” The 
fifth entertainment will be a travelogue 
by Dr. George A. Van Wagenen, med- 
ical director of the Mutual Benefit Life, 
while the last concert will be by the 
home office employes under the direc- 
tion of Frederick H. Yeomans. 


A novel plan is being tried out in the 
Pittsburgh Agency of the Provident 
Life & Trust which is so far working 
very well. Two good producers of the 
Wells Agency, Messrs. R. Hutson and 
George Ryan give their services to all 
agents and by joint work more busi- 
ness is being written than would re- 
sult from individual one man work. 





The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 


Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 








GREAT SOUTHERN 


Life Insurance Company 
HOUSTON, TEXAS 
J. 5. RICE, President J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 


*AMARILLO 


DENISON, 


DALLAS. TEXARKANA® 
FT.WORTH 


THE 
BIG 


TExas GREAT 


INSURANCE 
BEAUMONT. 
PT ARTHUR. 


COMPANYS 


.) 


AUSTING 
SAN AMTONIDe 
*DELRIO 








GROSS ASSETS (paid-for basis) 
Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31, 1913 1,500,835.10 


23,650,512.00 
Sept. 30,1914 1,815,302.46 30,630,355.00 


FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 











Six Shining Months 


The representatives of this Company have thus far in 1914 written 
and placed more insurance than in any previous six months’ period. Each 
of the six months shows a gain over its predecessor in 1913. This vigorous 
growth is not accidental. It comes from recognized worth—perfect polli- 
cies, low cost, great financial strength, efficient service. And our repre- 
sentatives are happy in their relations with the Home Office. 

Occasionally we have a General Agency opening for a capable life 
underwriter. = 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 
Incorporated 185] 
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WISCONSIN STATE. INSURANCE 


COLLEGE MEN TAKE POLICIES 








Fallacy of Low Cost Claim Shown— 
Volume Very Small—Experience 
Quite Limited 





The statement of the insurance com- 
missioner of Wisconsin setting out the 
net cost of protection in the Wisconsin 
State Life Insurance Fund, makes what 
would commonly be regarded as a very 
good showing. It is a good showing 
in respect of low cost, but no matter 
how low the cost of life insurance may 
be, it is worth but little to the com- 
munity or the family if the people do 
not insure. The State Fund does not 
employ solicitors, although it has gone 
to a good deal of expense in advertis- 
ing and circularizing. The Fund began 
receiving applications some _ three 
years ago, the first policies having 
been issued on October 27, 1913. 

The commissioner now reports insur- 
ance in force to the amount of $219,- 
600. The premiums charged in the first 
place were small and the dividends 
make the net cost very low, and yet 
in two years the people of Wisconsin 
came up with only 311 policyholders 
insured for less than $800 each on the 
average. This is simply additional 
proof of the fact that the people will 
not insure save as importuned by the 
agent. Much the larger part of this 
insurance was taken out by graduating 
students of the Wisconsin State Uni- 
versity. 

These men were not canvassed by 
agents, but being at the capitol it was 
a very easy matter for those interested 
in the success of the State Life Fund 
to start a propaganda in the University 
to bring about such a result. But for 
that movement it is obvious that the 
system would not yet be under way. 

State Pays Cost 

The showing of premiums, dividends 
and net cost is interesting, to say the 
least. But why should not the cost be 
low when practically the entire ex- 
pense of conducting the business is 
paid by the State? That one feature is 
ap unjust burden on those who are not 
insured in the Fund. The whole com- 
munity is taxed to furnish insurance 
to the holders of policies under this 
State enterprise. 

It may be argued that the people 
who pay this tax can avail themselves 
of the same opportunity to get their 
insurance cheap, but this is not true in 
every case. A very large proportion 
of the people who are taxed for this 
purpose are uninsurable, yet they must 
contribute to furnish insurance for 
others who are more fortunate than 
they. Again, many thousands of Wis- 
consin citizens are already insured 
in other companies, and for years have 
been carrying all the protection that 
they can pay for. 

They would be losers to drop their 
present policies, and they cannot take 





Madison, Wis., October 27.—“The 
dividends declared on the Wiscon- 
sin State life insurance to-day, 
after being in force one year, show 
great savings to the policyholders 
as compared with the cost to 
policyholders in any old line com- 
pany.” 

This summarizes the statement 
issued by Commissioner of Insur- 
ance Ekern to-day following the 
apportionment of the dividends for 


the year. 
“The first policies were issued 
a year ago to-day,” said Mr. 


Ekern. “The method of calculating 
these dividends is specifically pro- 
vided by the law. The total insur- 
ance in force is $219,600, held by 
311 policyholders. These policyhold- 
ers have paid $11,029.48 in pre- 
miums. Of this $2,245.37 is to pro 
vide for death claims during the 
past and current year. There is 
now held in reserve $7,138.18. The 
total funds now held are $11,394.37. 
The dividends are paid from ex- 
cess provided for death claims and 
from savings in the money pro- 
vided for expenses. The fund now 
has invested $5,950 in first mort- 
gages on Wisconsin improved 
farm property, all drawing interest 
at 6 per cent. net to the Fund. 


“The following is a comparison 
of first year results, showing the 
dividends paid by State life insur- 





COMMISSIONER EKERN’S EXPERIMENT 
Dividends of Wisconsin State Life Insurance Fund 


ance and by the regular companies 
doing business in Wisconsin, and 
also showing the cash or loan value 
of the Life Fund in net payments 
of policyholders at the end of the 
year, and also in the cash or loan 
value of the policies. The tables 
show a saving in net payments of 
over $3, as compared with the next 
lowest participating company, and 
a saving of over $10, as compared 
with the highest dividend paying 
companies. Compared with the 
non-participating companies, the 
tables show a saving in each case. 

“The first year dividends of State 
life insurance range from $3.84 to 
$13.63 on a policy of $1,000. Only 
two companies doing business in 
this State pay first year dividends. 

“Besides the dividends, the dif- 
ference in premiums between State 
Life Fund policies and those of 
private companies ranges from 
$1.50 to $14 each year per $1,000 
of insurance, in favor of the State 
Life Fund. The regular companies 
spend an average of about $40 in 
agents’ commissions on each $1,000 
policy, which the State Life Fund 
saves to its policyholders. 

“The State Life Fund credits the 
full first year’s reserve at the end 
of the first year. No company do- 
ing business in the State of Wis- 
consin credits the reserve, or any 
part of the same, at the end of the 
first year.” 








WILLIAM J. GRAHAM WEDS 





Popular Official of Equitable Life Mar- 
ried at Allenhurst, N. J., on 
Wednesday 


William J. Graham, superintendent 
of the group and monthly payment de- 
partments of the Equitable Life, was 
married at Allenhurst, N. J., Wednes- 
day to Miss May V. Cone, eldest 
daughter of John J. Cone of Jersey 
City. The ceremony was performed 
at the summer residence of the bride. 
Mr. Graham is known as one of the 
most active of the younger generation 
of life company executives and is 
popular. He is a member of the Ac- 
tuarial Society of America, the Amer- 
ican Mathematical Society and a num- 
ber of clubs. 





SUPERVISOR WILKINSON DEAD 


Agency Supervisor W. E. Wilkinson 
of the Equitable Life died at the Mt. 
Sinai Hospital on Monday morning fol- 
lowing a prolonged illness which had 
necessitated several operations. He 
was about 55 years old and was a major 
in the British Army previous to enter- 
ing life insurance work fifteen years 
ago. He had been agency supervisor 
for the past six years and had made 
many friends for the society and for 
himself in the Eastern territory which 
was his section. The funeral services 
were held Wednesday at the Church 
of the Holy Trinity. 





MUTUAL LIFE IN CHICAGO 


The Mutual Life’s Chicago agency 
under Darby A. Day wrote $1,176,000 
of new paid-for business in September, 
which was a record. 








insurance in the State Life Fund mere- 
ly because it is cheap. It is true that 
the burden at present is not very great, 
distributed among the whole people and 
hence there is little outcry. If, how- 
ever, the improbable should happen and 
the State Life Fund should some day 
represent a large amount of insurance, 
comparable with the regular companies, 
the people who are paying for this in- 
surance without the opportunity of 
enjoying the benefits of it will be very 
likely to protest. 
Not Backed by State 

Grant that the insurance at present 
is cheap, that is only a minor consid- 
eration. “Safety first” is all important; 
but is not the State Life Fund, backed 
by the State of Wisconsin itself, safe? 
The trouble is that it is not backed 
by the State. The act establishing the 
State Life Fund particularly specifies 
that the insurance fund—that is, the 
reserve—is all the security the policy- 
holders have. 

The State is in no way responsible 
for the success of the business. . The 
State Life Fund is no safer than any 
other new scheme which is yet in the 


experimental stage. As a matter of 
fact, it has not yet insurance enough 
to enable it to rely on the law of aver- 
age in respect of mortality, and judg- 
ing by the experience of similar 
schemes, it is not likely to have enough 
very soon. It is indeed less secure 
than the average new company, in that 
it is necessarily managed by a political 
machine. As parties in control of the 
State Government changes, the State 
officers whose duty it is to direct the 
affairs of the State Life Fund will be 
changed. 
Too Much Politics 

The old managers, who have learned 
something of the business, will give 
place to inexperienced men, who will 
in most cases be unfitted to direct the 
affairs of a life insurance institution, 
whether a State enterprise or a private 
corporation. 

Oust the existing management of any 
of our successful companies every few 
years, and disaster would be sure to 
follow sooner or later. This is not the 
only danger. Observe that the Fund 
gives a cash or loan value of the full 
3 per cent. reserve at the end of the 


first year. This is little less than 
suicidal. It is contrary to all precedent 
and to the united judgment of actuaries 
the world over. 


No company or insurance scheme can 
afford to permit a withdrawing policy- 
holder, as early as the first or second 
year, to take out of the common fund 
his full pro rata reserve. It is true 
it has not cost much to put the business 
on the books in this case, the State 
paying the expenses; but nevertheless, 
to allow a surrender value of the full 
reserve from the very start cannot do 
otherwise than work a heavy selection 
against the Fund. 


The results as published by the Wis- 
consin Insurance Department are of 
interest, but even the low cost will 
cause no apprehension to the life in- 
surance companies of the country. 
There will be no competition under the 
present plan and agents will have no 
difficulty in pointing out that it is bet+ 
ter to be safe by paying an adequate 
premium to a well established company 
than to risk a scheme such as this for 
the sake of saving a few cents a year. 
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The Prospect Who Is 
“Insurance-Wise” 


knows the merits of Prudential Policies 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated as a Stock Cempany by the State of New Jersey 
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HAVING SQUIRREL JUDGMENT 


BRISTOL’S TALK AT ST. LOUIS 








Psychology of Life Insurance Subject 
of Talk Before Life Under- 
writers 





The love of life is the paramount 
factor in all nature, according to John 
I. D. Bristol in his address delivered last 
Saturday before the life Underwriters 
Association of St. Louis. 

Mr. Bristol emphasized the fact that 
perfect physical health is an essential 
for success. The hoarding instinct was 
also an early faculty developed by 
primitive man. In this connection Mr. 
Bristol said: 

Men Like Squirrels 

“Our modern squirrel furnishes u3 
with a good example of this trait. His 
bank is the hollow tree, and his nu: 
coins, gathered in one autumn, would 
last a colony of squirrels for perhaps 
a lifetime. The squirrel judgment nas 
not sufficiently developed to balanze 
his acquisitive desires. Many men 
are like him. 

“Life insurance men can gather mucu 
from the study of this powerful mental 
incentive, from its primitive state, 
when food theft was its highest func- 
tion, to its most perfect faculty mani- 
festation in men of humane feelings, 
where it has to do with the acquiring 
of a competency for self and with the 
many provisions that life insurance 
affords for others. 

“The perversion of this faculty is 
seen in many directions among lize 
insurance men: the quarreling of 
agents over cases of alleged interfer- 
ence, with hours of argument over the 
ownership of commissions, when the 
time thus consumed, if applied to new 
cases, would net an immensely greater 
financial result in the criminality of 
rebating, coupled with efforts to se- 
cure a portion of the commissions of 
some other agent; in the appointment 
of secret helpers, as spies upon the 
active and expert solicitor; in the 
greed of general agents and managers, 
where liberality to agents would be tar 
more profitable; and in the deplorable 
weakness of life insurance men in gen- 
eral, in selling out their business to 
brokers and part-timers. All of these 
examples show acquisitiveness in its 
perverted state, or paramount to tae 
judgment. 

The Cautious Rebater 

“In connection with all these abnor- 
mal acts that have rendered life ‘n- 
surance so difficult, are the caution 
and cunning that developed very eariy 
in the evolving brain. How éautiously 
the rebater obtains his unlawful busi- 
ness, and with what cunning he de- 
vises a Single-Application-Rebate-Shift- 
ing-Responsibility Contract, when, not 
caring to rebate directly, he prefers to 
appoint an agent-for-a-day, for some re- 
bating case! 

“The constructive faculty was of 
early evolvement. It found exercise 
in the rude animal habitations for 
shelter and the storage of food; and 
for a time primitive man—the cave- 
dweller, for instance—was a no greater 
builder than the animal, and far less 
so than our modern beaver. This 
faculty was in great evidence in life 
insurance a few years ago, as shown 
in the various tables, charts, dividend 
comparisons and kindred publications 
of that time, that had so frequently 2 
perverted Secretiveness or cunning as- 


sociated with the ingenuity of con- 
struction. Happily, with the adoption 
of new laws, these have passed away, 
and life insurance literature has be- 


come of a far more 
structive order. 
Business Without Solicitation 
“This faculty has also had much to 
do with the various schemes of agents 
to obtain business without solicitation, 
all of which are failures, for the simple 
reason that anything based upon a 
foundation of laziness can never reacn 
completion. One week of earnest inter- 


intelligent con- 


views and interviews sought; one week 
of strong, dignified personality meet- 


ing personality; one week of brain 
against brain; one week of simple 
truthful, earnest, personal presentation 
of the need of additional life insurance 
to men of brains and money, will ac- 
complish far more than years of 
schemes based upon novelty and an 
inactive waiting. 

“Each faculty of the human mind 
has something to do with the best in 
life insurance, for life insurance is 
interwoven with all the needs of man, 
woman and child; and when, by the 
payment of Life Insurance Commis- 
sions to Life Insurance Men Only, life 
insurance becomes a business, and 
eventually a profession, through the 
great principle of Agency Protection 
that underlies and is a fundamental 
part of all business efforts, it will be 
the profession that will most strongly 
appeal to all the faculties of man, and 
will, therefore, be the grandest pro- 
fession to which the mentality of man 
can be applied. 

Former Practice 

“Years ago, the probable applicant 
might have had his curiosity aroused 
by an appeal for his birthday, with a 
remarkable proposition to follow but 
when all who replied learned that this 
was but an aid to personal solicitation, 
with a frequent peddling out of the 
case to some other agent at every re- 
curring change of age, that method of 
obtaining business received its death 
blow. Circular and letter systems by 
the hundreds followed; but when busi- 
ness and professional men saw that 
these were merely the prelude to the 
call of an agent, they gave instructions 
which ordinarily would prevent the 
sought-for interview; and so scheme 
after scheme was born, tried and died 
—and their span of life was brief. 

“But, through all of this, there were 
life insurance men making records that 
were legitimate and profitable. How 
were they made? By interviews; and 
by keeping constantly in mind that 
every interview—in fact, every call, 
even if it did not result in an inter- 
view—was worth just so much money 
and was just so much of a factor in 
the making of the record of any agent. 

“One great paramount question for 
every agent to consider, is: How much 
is this call worth? The answer depends 
solely and entirely upon the activity 
and mentality of the agent. Here is 
where the greatest of all psycholgical 
factors comes to the very front for 
consideration. 

“Nearly every agent in this room has 
his yearly record. He has realized so 
much in first year’s commissions, and 
has made so many calls during the 
vear. With some agents, each call has 
realized $1.80; with others, each call 
has paid its $2.00 or $3.00 or $5.00. 
Some agents write small policies; 
others make it a point to approach the 
better class of professional and busi- 
ness men—the men of higher financial 
quotations—and these agents, for the 
same work, realize two or three times 
per call, as compared with the agent 
who in some way gets in the habit of 
writing the smaller policies, and very 
frequently with a quarterly premium 
at that. 

“It is all psychological, in that mental 
habits have so much to do with all that 
goes to make up the agent’s record. 
That this is so, is shown by the fact 
that every agent can increase the num- 
ber of daily calls, with not only a much 
better result phvsically, but with a most 
marked result financially. How many 
agents average six calls per day regu- 
larly; eighteen hundred calls per year; 
$3,240 earned in first year’s commis- 
sions, even at 31.80 per call? And what 
agent making ten calls a day and earn- 
ing at even that low average $5,400 
per annum, but could easily increase 
his daily calls to fifteen on the aver- 
age, with a resultant annual profit of 
$8,100 in first year’s commissions alone 
—not overlooking his renewal commis- 
sions, which would amount, in the long 
run, to nearly «s much more? Remem- 
ber, in this only formula for success- 
ful soliciting, we are not speaking of 
interviews, but of calls.” 


PREMIUM REDUCTION POLICY 





Loulsiana State Life Contract Which Is 
Being Pushed—Substitute for 
Term Insurance 





The Louisiana State Life has placed 
on the market a new premium reduction 
policy which is designed to take the 
place of term insurance, but is not 
term insurance. The Company states 
that the contract is an ordinary life 
policy with all the privileges connect- 
ed with that form. 

The plan is this: For example, the 
rate per thousand at age 35 is $14.05 
continuing at that rate for a period 
of nine years. At the expiration of 
these nine years, the premium is 
doubled, making $28.10 per thousand, 
at which rate the premium remains 
constant, never changing. At the then 
attained age of 45, the doubled pre- 
mium is still $3.40 less than the rate 
of any other Ordinary Life Legal Re- 
serve Policy. 

Now, at the expiration of these first 
nine years, the policy has a loan value 
more than sufficient to take care of 
the first premium. The policy is con- 
tinued without re-examination and is 
convertible at any time into any other 
form of policy. 

The premiums on this policy will be 
paid by the Company if the insured 
becomes wholly disabled. 


Converting Term Policies 
The Prudential savs that Manager 
Wright of Rochester. N. Y.. has never 


fallen into the habit of allowing his 
comparatively few convertible term 
policies to become “ancient.” He has 


recently succeeded in converting two 
$5,000 term policies to the 20-payment 
life plan, 


UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends: 











HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the me Life of 
New York by the New York Insurance 
Department, the report on which has 
—, been issued shows the Company = 
in splendid condition in every 
spect wit an excellent record in all 2 of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report = & apparent 


that the Company is efficiently managed, 
its claims under its policies promptly 
Faw ng | and its policyholders treated 
fairly 


During the period under examination 
the Home Life has experienced eady 
and sound growth, its assets, now nearly 
$30,000,000 being well st five 
teater than in 1909 and the insurance in 
orce having i ™m $33 in 

year mentioned to over §:: in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


Ww. C. BALDWIN, 
President 


HOWARD 8. SUTPHEN, 
Director of Agencies 








The 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Has good openings for 
general agencies in desirable 
locations for experienced and 
successful men 

Liberal contracts offered 

Apply to Home Office 


Des Moines, lowa 








You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 


Several p of llent terri- 
tory, with exclusive rights, open 


for men of character and ability. 
For particulars address 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 














W. D. Wyman, President 





New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


Attractive literature 
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TEXAS WOMAN WITH GREAT SOUTHERN LIFE 








Miss L. M. Walrath, Capable 
Assistant to Vice-President 
O. S. Carlton 


One of the capable women in South- 
ern life insurance is Miss L. M. Wal- 
rath, assistant to Vice-President O. S. 
Carlton of the Great Southern Life. 
Miss Walrath has always been inter- 
ested in her work which began six 
months before the Great Southern be- 
gan to write business. She was in 
charge of the policy department for a 
year and then was promoted to the 
position of Private Secretary of the 
active vice-president, Mr. Carlton. 

For the past six months Miss Wal- 
rath has filled very acceptably the office 
of assistant treasurer of the Great 
Scuthern. Recently when E. G. Wes- 
sendorf became assistant’ treasurer, 
Miss Walrath was promoted to the post 
of assistant to Vice-President Carlton. 

Miss Walrath has always been a 
worker and has secured the confidence 
of her employers by the painstaking 
character of her work and her abso- 
lute thoroughness as to all details. She 
was quite well known in the banking 
world before entering the insurance 
business. She was stenographer for the 
Gulf National Bank of Beaumont and 
in that capacity gained a _ thorough 
knowledge of the institution. 

Officers of the bank claimed that 
Miss Walrath had the most wonderful 
memory conceivable. Out of hundreds 
of collection accounts, she could re- 





member the least incident in connec- 
tion with the different cases. She 
likewise had at her finger tips the 
larger transactions of the bank and so 





herself 
Her success in life insurance executive 
work shows that a woman can accom- 
plish when she is thoroughly wrapped 
up in her work. 


made practically invaluable. 





BUSINESS INSURANCE 





Northwestern Mutual Life Points Out 
Classes Needing This Form of 


Protection 





There are many developments for 
business insurance, the popularity of 
which is growing apace. 

In discussing its facilities 
Notes” of the Northwestern 
Life says: 

“Business insurance is indemnity 
against business losses arising from 
causes beyond the control of those con- 
ducting the business. This may be fire 
insurance on store or factory, liability 
insurance, insurance on the fidelity of 
employes, or insurdnce against the 
death of a partner, officer or other 
member of the organization in whose 
life the partner or corporation has an 
interest which would be damaged by 
his death. Such damage may be (1) 
loss of expert services; (2) loss of 
commercial credit; (3) loss of capital; 
or (4) loss of business.” 

The following general classes of 
business where business insurance may 
be needed is then given: 

(1) To indemnify partners, stock- 
holders, employers or business asso- 
ciates for loss by death of the service 
value of an individual possessing 
special training, inventive genius, 
knowledge, experience, credit, influ- 
ence or whatever quality would make 
it difficult, if not impossible, to fill his 
place without a loss of time, business 
or efficiency. 


(2) To furnish funds to replace the 
capital value of a deceased associate 
whose estate must be liquidated by the 
sale of his stock or partnership inter- 
est in the enterprise. 

(3) To protect business associates 
from ill-advised interference in their 
enterprise by the heirs and legal rep- 
resentatives of a deceased associate. 

(4) To meet impairment of com- 
mercial credit usually following the 


“Field 
Mutual 


death of any important member of a 
business organization, 





(5) To win the confidence of possi- 
ble investors who are wise enough to 
foresee the effects of death on the 
business. 

(6) To cover depreciation in the 
use value of property disturbed by the 
death of a business associate. 

(7) To provide funds for the retire- 
ment of bonded or other indebtedness 
either at a fixed date or upon the 
death of an associate. 


(8) To replace capital withdrawn 
from the business by the death of an 
associate or creditor. 


(9) To protect the financial inter- 
ests of business organizations by the 
creation of a sinking fund in readily 
available form. 

(10) To answer in all cases the 
question “What would be the effect of 
A’s death upon the firm, carporation 
Or employer?” 





WORCESTER AGENCY RALLY 





Provident Life and Trust Agents in 
Central and Western Massachu- 
sets Hold Meeting 





The Central and Western Massachu- 
setts general agency of the Provident 
Life and Trust, O. W. Gaines, general 
agent, and W. G. Harris, associate gen- 
eral agent, held an agency meeting in 
Worcester, on Columbus Day. There 
were 21 present. Plans for the the 
year’s work were discussed. 

A demonstration sale was held with 
Will E. Ayer, district manager at Fitch- 
burg, as expert salesman. The agency’s 
business of the year has been excel- 
lent in spite of adverse conditions. 
An agency meeting at Fitchburg, Mass., 
in the territory of the general agency, 
is planned for Thursday, October 29. 





A portrait of Samuel T. Blagden, the 
first president of the Insurance Society 
has been loaned to the society by John 
A. Kelly, one of his former associates. 
It is now hanging in the library, 








THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 





Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 


“A Company better otherwise than simply age and money size.” 
Began business October, 1907, and on January Ist, 1914 had 


Admitted Assets Surplus to Policyholders 
$808,528.64 $301,317.25 
Ample financial backing, free annual physical examination of policyholders, 
liberal policies and agency contracts. 
Open territory in Ohio, West Virginia and Michigan 
LIFE HEALTH AND ACCIDENT INSURANCE 


Insurance in Force 


$10,644,428 








OPPORTUNITY IN TEXAS 


A personal producer, having ability to 
handlemen who want to grow and posseses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 
pany, in Texas. 





If interested, and can deliver the goods, write 


“TEXAS” 


Care of The Eastern Underwriter 
105 William Street, New York City, N. Y. 























Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America’’ 
mean certain success for you. 





For Terms te Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N. Y. 
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OFFERING INCOME INSURANCE 


MUST HANDLE PROSPECT RIGHT 








Secretary Alexander Gives Equitab.e 
Agents Valuable Selling Points 
on This Contract 





A series of articles giving selling 
points on Equitable contracts has been 
prepared by Secretary William Alex- 
ander of the Equitable Life. The firsc 
one on life income insurance has just 
been issued. It explains how this form 
of contract may be written on whole 
life, limited payment and endowment 
forms. 

When an income policy matures it 
must be surrendered to the society 
for cancellation and in place of it the 
society issues to the beneficiary a hand- 
somely engraved income bond. 

In discussing the strong features of 
this form Mr. Alexander said in part: 


Advantages of Plan. 


“This method of paying insurance has 
many advantages: The aggregate re- 
turn to the beneficiary will be larger 
because interest is taken into account 
in determining the amount of each in- 
stalment of income paid; the income 
is guaranteed to the beneficiary for 
life; the income is guaranteed for 20 
years, even if the beneficiary should 
die after receiving but one instalment.” 

As to the handling of such cases, 
Mr. Alexander says: 

“For example, a prospect to whom 
an inexperienced agent has offered an 
income policy, may say, ‘I would liks 
to leave my wife an income of $10) 
a month. What would that cost’ for 
when the agent quotes the rate the 
prospect may be shocked to find that 
to provide that income a very sub- 
stantial premium must be paid. And 
if the agent does not know how to 
meet this difficulty, he is not likely to 
make a trade. 

“If, on the other hand, the agent 
goes to a man and offers a policy pay- 
able in one sum, and tel!s him that 
he ought to carry $50,000, the man may 
state that he cannot afford to take so 
large a policy, but will apply for $5,000. 
Let us assume that the agent will be 
satisfied with this on the theory that 
‘half a loaf is better than no bread’; 
and that the applicant will be satisfied 
because $5,000 looks large to him. But 
if the man really needs $50,000, it will 
be obvious that the agent has not done 
his full duty, and that the insured has 
deluded himself in concluding that 
$5,000 is enough. 


Merit of Plan 


“Some people regard this as an ob- 
jection to income insurance, but it is 
one of its chief merits; for a clear 
explanation: of the income plan demon- 
strates to a man that the amount of 
insurance which he needs must be suftfi- 
cient to provide a continuing income 
for the beneficiary, whether that in- 
come is paid by the insurance company 
under a life income contract, or whether 
the beneficiary receives a lump sum and 
invests it. 

“When insurance payable in a single 
sum is offered, it is often hard to con- 
vince the applicant that he really needs 
a large policy; but when the income 
policy is explained, the necessity for 
a large policy becomes self-evident. 
So, even if the applicant prefers to 
take his insurance payable in a single 
sum, he is more likely to take it for 
an adequate amount if the income form 
of policy has been described first. 





Secretary Carl Heye will have the 
25th anniversary of his connection with 
the Germania Life celebrated by the 
agents of the Company in a most prac- 
tical manner. October has been dubbed 


Heye Month and every agent has been 
asked to do his best to produce a re- 
spectable volume of new business. It 
is expected that not less than $3,000,- 
000 of new business will be written as 
a result of this contest. 





EDUCATIONAL ENDOWMENT 





Good Features of Contract Which 
Provide for Child’s Future— 
Method Explained 


A mighty strong argument for the 
Educational Endowment is contained 
in a recent issue of the Company paper 
of the Metropolitan Life which says: 

“The endowment policy affords an 
effective means of providing an educa- 
tional fund for children. It can be 
made to mature at a time when the 
money is most needed to build a good 
foundation for the career of a child. 

Take, for example, a father age 34, 
having a three-year-old son or daughter. 
Both love and duty prompt him to 
equip his child with some vocation or 
professional training as a start in life. 

“A 15-year endowment policy on the 
father in favor of the “hild is most ad- 
mirably adapted to this end. The pre- 
mium per thousand dollars at age 30 1s 
$58.53—in other words, slightly over $1 
a week. If the father survives the fif- 
teen years, he will have paid to the 
Company a maximum of $877.95 in pre- 
miums. In return he gets $1,000. That 
is $122 more than he has paid in. 

When Money is Available 

“The money becomes available when 
the son or daughter reaches age 18— 
just about the time when young people 
are casting about for their life’s work. 
This money will help the boy or girl 
to go through a professional school, or 
to obtain some other suitable training. 
The yearly saving of $58.53, paid into 
the Company in the form of a premium, 
guarantees the necessary funds. 

“Then there is the insurance side ol 
the endowment policy. If the father 
dies at any time before the fifteen 
years are up, the fund becomes avail- 
able at once and can be paid to tne 
guardian of the child. 

“Such policies are written on the life 
of either parent in favor of the children. 
Agents have often asked why such a 
policy cannot be written on the life 
of a child. A little thought will dis- 
close that there are good reasons for 
this restriction. In the first place, the 
law limits the maximum amount of in- 
surance which can be issued on the 
lives of children. 

Policy Provisions 

“Secondly, should the father die 
shortly after the endowment has been 
issued on his life, the full amount would 
be payable to the child at once. If, 
on the other hand, the policy were 
written on the child’s life and the par- 
ent died, the premiums would still have 
to be paid for a number of years and 
the parent would not be there to pay 
them. As a result, the policy would 
in all probability be lapsed, and the 
child would thus be deprived of the 
necessary and substantial aid which 
the father had intended to rrovide. 

“The endowment policy on the life 
of a parent insures to a child the 
means of a good education and pro- 
fessional training, or a good start in 
business.” 





DEATH OF G. P. MITCHELL 

Grove P. Mitchell, a retired insurance 
man died Tuesday at his home in 
Peekskill following a long illness. He 
began his business life at the age of 
fifteen with the Atlantic Mutual Insur- 
ance Company and worked for the 
same company all his life, rising event- 
ually to a high position with it. 





KILLED AFTER POLICY LAPSED 

The Fidelity Mutual Life tells of a 
cese recently reported to it where a 
former policyholder who let his policy 
lapse was suddenly killed by a stroke 
of lightning while out fishing in a 
motor boat. The. unforunate was C. 
B. Waters, insured May 17, 1913. When 
the anniversary date of the policy 
came around the premium was not paid 
and the policy lapsed. Mr. Waters’ 
strange accident occurred July 3. 











CALL ON COMPTON 





CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE COM 
OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 








NOLUWOD NO 'TIvVD 





CALL 





ON COMPTON 








For particulars, address 


Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 









C. H. JACKSON, Supt. of Agencies 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. 
that the Company enjoys the confidence of the insuring. public, 
a confidence apparently well deserved.” 


Evidences are not lacking 








W. R. HUBBS JOINS TRAVELERS 
Walter R. Hubbs of 44 Court street, 
who has been an agent in Brooklyn 
for the Connecticut Mutual for the 
past two years has signed a contract 
with the Travelers. In regard to his 
change, he admits his conviction that 
a non-participating contract is the best 
adapted for corporation insurance. 





CELEBRATE MELSON DAY 

In celebration of the birthday of 
President E. P. Melson of the Missouri 
State Life of St. Louis, the agents of 
that company were striving to make 
a record of $2,000,000 of business for 
that date. The returns have not yet 
been made. Mr. Melson started the 
Missouri State Life a quarter of a cen- 
tury ago. 





GREAT SOUTHERN LIFE PROGRESS 
The Great Southern Life of Houston, 
Tex., has moved its home offices to the 
eighth and ninth floors of the Mason 
block, as its old quarters in the Chront- 
ele building have been outgrown. On 
September 30, 1914, the Company had 
business written of $32,821,675, total 
assets of $1,815,302.46, and a surplus to 
policyholders of $823,244.78. 





JOHN A. FONDA DEAD 

The death of John A. Fonda, former- 
ly a third vice-president of the Mutual 
Life occurred Monday at his heme 118 
Quincy street, Brooklyn, at the age of 
73 years. Mr. Fonda occupied various 
Positions with the Mutual for several 
years and was at one time assistant 
treasurer. He retired about eight years 
ago. 





GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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TAXING SURRENDER VALUES 


CHANGE OF FRONT IN ALABAMA 








State Tax Commission Says It Has 
Decided Not to Levy on Life 
Insurance Policyholders 





Following the presentation of argu- 
ments by representatives of the Asso- 
ciation of Life Insurance Presidents, 
the State Tax Commission of Alabama 
has announced that it will not insist 
on taxing life insurance policyholders 
on their surrender values. ‘This an- 
nouncement supersedes the ruling of 
the commission made on September 26 
that such cash surrender values were 
taxable. 

After the original ruling was made, 
the Association of Life Insurance Presi- 
dents asked for a hearing and this was 
accordingly granted by the commission, 
sitting at Montgomery, Ala., on Satur- 
day morning, October 24. Attorney 
General Brickell was present at the 
hearing. 

The Association was represented by 
its attorney, Alfred Hurrell, and also 
by local counsel, Mr. Forney Johnston 
of Birmingham. After a protracted 
hearing, a decision was reached by the 
commission on Saturday afternoon and 
the following announcement made to 
the local press: 


Commission’s Own Announcement 


“The State Tax Commission to-day 
unanimously decided, with the approval 
of the Attorney General, that it will 
not insist on the payment of taxes by 
policyholders on life insurance policies 
which have a cash surrender value. 
In view of the decisions of the Su- 
preme Courts of Indiana and Minnesota 
and the opinions of the attorney gener- 
als of New York, Ohio and Pennsyl- 
vania, construing statutes similar to 
ours, which decisions and opinions hold 
that such policies are not taxable, the 
Commission made the above ruling.” 

The original ruling of the commis- 
sion, which was issued to the County 
Tax Commissioners, and which is now 
rescinded by the above announcement, 
was as follows: 


Old Ruling Superseded 

“County Tax Commissioners. After 
a formal and regular session of the 
State Tax Commission, and after con- 
sultation with che Attorney General, at 
which members of the Tax Commission 
were present, it is the unanimous opin- 
ion that all insurance policies with a 
cash surrender value were taxable. The 
question having been carefully consid- 
ered, the State Tax Commission and 
the Attorney General made the follow- 
ing ruling: 

“All insurance policies with a cash 
surrender value are taxable, either as 
solvent credit or under sub-division 14, 
Section 2082 of the code, unless the 
amount of suca cash surrender or a 
part of such cash surrender value has 
been borrowed from the company issu- 
ing the policy. In a case of this char- 
acter, the policy is taxable to the own- 
er for the difference between the 
amount borrowed and the cash sur- 
render value of the policy. If the en- 
tire amount has been borrowed, the 
policy is not taxable to the owner 
at all.” 


PRUDENTIAL ASKS PROXIES 





Agents Required to See That These are 
Personally Signed in Vote for 
Mutualization 





Policyholders of The Prudential are 
being approached by agents with proxy 
forms in connection with the mutualiza- 
tion plan which will be voted on at the 
meeting at the home office on Dec. 7. 

The Company is very particular about 
the securing of these proxies and to 
prevent fraud requires that they all 
shall be signed in the presence of the 
agents and that they must be attested 
to by a witness, who must declare that 
he is personally acquainted with the 
person signing the proxy that the poli- 
cyholder is 2l-years old or more and 
that the policy has been in force for 
at least one year. The policyholders 
are asked to designate as their proxies, 
Messrs. William J. Magie, Bennet Van 
Syckel and John K. Gore. 





KUHNS & MAGRUDER 





Baltimore Representatives of Germania 
Have Good Acquaintance to 
Build Agency 





The firm of Kuhns & Magruder has 
recently been formed at Baltimore Md., 
with offices in the Munsey building. 
They are managers for the Germania 
Life. 

Mr. Kuhns was the Philadelphia 
manager and Mr. Magruder the Balti- 
more manager of the Germania Life. 

On October the first the firm of Kuhns 
& Magruder was formed and the office 
was moved to 423-24 Munsey Trust 
Building. 

Both, Mr. Kuhns and Mr. Magruder, 
are very well known in Baltimore in- 
surance circles. They have made an 
excellent start, having written from 
October 1, the date of the new partner- 
ship, to the 21st of this month, over 
$70,000 of n2w insurance. It looks as 
if the agency will hold up its end in 
Baltimore. 


NOT TAXABLE AS INCOME 





Federal Court Decision in Connecticut 
Defines Status of Dividends Under 
Corporation Income Tax 





An interesting decision was handed 
down this week in the Federal Court 
at Hartford, Conn., by Judge Edwin 
S. Thomas, involving the taxing of divi- 
dends of policyholders under the in- 
come tax law. It was to the general 
effect that dividends credited to policy- 
holders to reduce premiums or to be 
applied to renewal insurance are not 
taxable as income under the corpora- 
tion income tax law. 

The decision was given in the case 
of the Connecticut General Life and 
the Connecticut Mutual Life against 
Robert O. Eaton, as collector of in- 
ternal revenue for the district of Con- 
necticut. The case, it is thought, may 
be taken to the United States Court 
of Appeals. 





Vernon B. Swett, junior general agent 
in Boston of the Provident Life and 
Trust, was elected president of the 
Boston Life Underwriters Association 
at the annual meeting on Tuesday. 


AMERICAN MUTUAL LIFE 





New Company Being Formed at Lake 
Charlies, La., on Legal Reserve 
Plan—Contribute Surplus 





The American Mutual Life is being 
organized at Lake Charles, La. It pro- 
poses to create through subscriptions 
a net surplus for the company of $200,- 
000 for the development of business. 
The contributors of the surplus are to 
have set aside for them a sum equal to 
five per cent. of each annual, semi- 
annual, quarterly or other periodic pre 
mium which shall be paid after the 
first policy year. 

Each contributor will be entitled to 
such proportion of the five per cent. 
as his contribution bears to the total 
of $200,000 of surplus, and will be given 
a certificate to that effect. 

The company will be conducted on 
the legal reserve plan and about 300 
applications for insurance are said to 
be already on hand. W. H. Stark, presi- 
dent, is president of the First National 
Bank of Orange, Tex. Other officers 
are: A. L. Watkins, vice-president and 
director of agents; H. H. Gordon, Dr. E. 
W. Brown and C. S. E. Holland, vice- 
presidents; Leon Locke, secretary and 
S Arthur Knapp, treasurer. 





MIDLAND WANTS NEW BUSINESS 

The Midland Mutual of Columbus, 
Ohio, thinks that it should have in 
force by the end of the year $16,500,- 
000 of business and tells its field men 
that to accomplish this it will be neces- 
sary for them to produce and pay for 
$1,500,000 of new business in the last 
quarter. 











THE 


First Mutual 
Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914.$66,168,702.53 


Liabilities ........ 61,182,456.00 
Surplus ...... ---$ 4,986,246.53 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY Secretary 
WILLIAM F. DAVIS, Secre 
FRANK T. PARTRIDGE, Asst. Secre 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 











Warm Personal Interest 





Write to 


The Fidelity Mutual Life 


Insurance Company 


WALTER LeMAR TALBOT, President PHILADELPHIA, PA. 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher sueeess in that atmosphere. 





a solid b 





best agent 
nity. 





NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
» securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 








individuality at its full value. 





mean the realization of all your dreams. 


Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment «nd connect with some young company where you can find a future worth considering ? 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you ? 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven. companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 


When you climb to the top of the rut 


Ambition is the main- 
If you 


You can secure a 


If you have the grit to make a change and a reasonable 


The president of this Company is W. T. Crawrorp; Vice-President and General Manager, THomas P. 


Lion, M. D.; Superintendent of Agencies, W. M. Linpsey, all of Shreveport, La. 












































































pe 









. THE EASTERN UNDERWRITER 





October 30, 1914. 

















Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











You do not have to 


Competitor hate a man because he 
Not is your competitor. 
Enemy That might look as if 


you were afraid of 
him. “Salic,” the Company paper of 
the San Antonio Life says: 


“Because @ man is your opponent is 
no reason why he should be your 
enemy, and, even though the man should 
be your enemy, there is no need to 
look upon him as the dust under your 
feet. Take it for granted that the 
other man is as much of a gentleman 
as you are, and treat him accordingly. 
Should you be the president of a great 
corporation, proud of your achieve- 
ments and success, remember that 
your employes, or many of them per- 
haps, are educated and well bred, or, 
at least, they are human. Come down 
then, from the pedestal of dignity you 
have erected for yourself, and, with a 
little kindly courtesy, make the atmos- 
phere of your place of business pleas- 
ant and congenial. It is always better 
to be fiked than feared. 


“Let us take now the great army 
of salesmen in all lines. There are 
competitors in every field, but, although 
a@ man may be a competitor, he is still 
entitled to respect and courtesy: He 
has just as much right to sell life 
insurance, art goods or tobacc®s as you 
have, and good fellowship among sales- 
men is a promoter of results. Gracious- 
ness is never lost, but instead, it gives 
one’s personality an added charm and 
a greater distinction. 

“Everything good which emanates 
from us comes back to us again, and, 
if courtesy to our fellowmen and our 
co-workers had no other value than 
the ‘selfish value to ourselves, it would 
still be worth while. To be well liked 
and well thought of is, in itself, an 
asset to every professional or business 
man, and the good esteem and kindly 
feeling which we create in fhe minds 
of others for ourselves, lasts long after 
a business transaction is ended, or a 
business connection is severed. Put 
it down then, among the things to be 
remembered, that professional courtesy 
is well worth while!” 


+ 7 & 
A life insurance agent 
Value will never rise above the 
of Self rank and file if he has 


Confidence not self-confidence. Be- 
sides spurring him on to 
greater heights, self-assurance makes an 
impression on the prospect which helps 
to close the business. It is true that 
a man’s achievement can never rise 
higher than his confidence. Speaking 
of the benefits of possessing this 
quality, Thomas A. Buckner of the New 
York Life says: 

“Every big writer I ever knew was 
self-confident—most of them conspicu- 
ously so. Every time you acknowledge 
a weakness, every time you admit your 
lack of ability or opportunity, every 
time you harbor doubt, I believe you 
weaken your self-confidence and the 
very foundation and possibility of 
success. ; 

You might as well expect to cross 
the Alps by sitting down and declar- 
ing that the undertaking was too great» 
that you feared you could never accom- 
plish it, that you were afraid of the 
avalanches or of getting lost, as to 
hope to attain any large measure of 
success while holding to doubts and 
fears as to what you can do. To allow 
yourself to admit that you are inferior 
to aNy emergency is to. invite defeat 
and help bring it about. The moment 
@ man harbors a doubt of his ability, 
that moment he begins to capitulate. 


“The positive, aggressive man may 
have some unpleasant qualities, but he 
is the man who gets ahead to-day as 
he did yesterday, always has and al- 
ways will. I feel that one of the very 
best ways to strengthen character and 
develop stamina is to assume the part 
you wish to play, to stoutly assert the 
possession of what you desire to have, 
to insistently affirm that you are what 
you wish to be. 

“The world stands aside for the chap 
with a fixed purpose, a mission, a call- 
ing to do that which he feels within 
him a throbbing compulsion to do.” 


The Prudential Weekly Rec- 


Talk ord in a recent issue calls 
Claims attention to the advisability 
Paid of talking claims paid. There 


is no argument so convincing 
as successful accomplishment. The 
article says: “The greatest of all can- 
vassing arguments are claims paid. 
They talk with a force and power and 
eloquence unequalled. They. show in 
concrete form, as we have before de- 
clared in these columns, the great boon 
and blessing life insurance is when 
operated and administered by an instiu- 
tion enjoying world-wide fame for 
promptness, fair dealing, liberality, re- 
liability and strength. 

“They admit of no question, no dis- 
pute, no discussion. They are simply 
convincing, conclusive, unanswerable. 
Mortuary claims paid cry out aloud and 
are heard all over the land shouting the 
praises of our great and mighty system 
o£ self-help and beneficence. They plead 
the canvasser’s cause, when the can- 
vasser himself is not present. Clinch- 
ers of clinchers are claims paid. They 
tell, as nothing else tells so simply, 
briefly, succinctly, forcefully and per- 
suasively, the whole story of life insur- 
ance in its completed, most practical 
and most valuable form.” 

e . 


There is no time like the 


Time particular present for the 
of Oppor- live agent to sell life in- 
tunity surance on its merits. 


The Travelers recognizes 
this as a fact and has called attention 
to it in “The Agents’ Record.” It says: 

“We are living to-day face to face 
with one of the greatest crises in the 
world’s history. For the first time the 
stock exchanges of the world are closed 
and almost all the nations of Europe 
are at war. The exchanges of the 
United States closed because the enor- 
mous amount of our securities released 
in Europe was greater than this coun- 
try could purchase without such a fall 
in their market values as would wipe 
out loans and ruin thousands of indi- 
viduals and financial houses and deplete 
this country of gold. 

“Investment values to-day are less 
than what they were a few months ago, 
and the time when they will return to 
their old level can hardly be surmised. 
It is impossible for the individual to 
make up the great depreciation of his 
investments by additional purchase at 
lower figures. He has not the money 
necessary nor will the banks loan it to 
him. 

“There is just one way by which a 
man can make up for his family the 
impairment which his investments and 
savings have suffered, and that means 
is by life insurance whose premiums, 
distributed through many years, will 
purchase insurance sufficient to make 
up the loss at once, leaving to time to 
restore his savings and investments to 
their former value. If the breadwinner 
should die while present conditions con- 


PURELY MUTUAL 














THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GkO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 


Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
I ao Before Selecting Your Company Large ‘‘ Dividends ”’ 
° Write to 
Corporation Insurance H. F. NORRIS Lew Cost 
Partnership Insurance Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 


CHARTERED 1857 




















Bankers Life Company 


DES MOINES, IOWA 


ORGANIZED 1879 





Insurance Issued and Restored 1913 (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK _ : 





President 








“The Company of the South” 





his section. 


are liberal and easily sold. 


contracts to right parties. 





Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 


Some excellent territory open for high-class personal producers. Attractiv 
Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 








tinue the family may be forced to sell 
some of the investments at a serious 
sacrifice, and it will be the best that 
must be sacrificed for the others can- 
not be sold at all. Obligations must 
be met, and money must be had for ex- 
penses and_ settlements. Insurance 
offers the only reasonable and certain 


_ Means.” 
. +e 
Life insurance, as a guar- 
Your antee that your children 
Child’s will be able to complete 
Schooling their education, is one of 


the strong arguments for 
it brought out in the following from 
the “Fidelity Policyholder:” 

“If you have children in school, Mr. 
Policyholder, that is something to 
think about. Are you leaving to your 
good wife the solution of the school 
problem for your children if you should 
pass away before their training is com- 
plete? How would it he with those 
brave young soldiers of yours if the 
weekly envelope or the monthly salary 
check suddenly ceased to come in? 
Have you ever paused to think how 
absolutely dependent your family has 
become upon that regular amount which 


you receive from your firm or draw 
from your cash account? 

“There is food for thought in this. 
Certainly it is worth while in relation 
to this problem to think about the 
various forms of insurance that will 
protect your children in the event of 
your demise. Death is a_ strangely 
arbitrary chooser, and protection, to be 
protection at all, must be not against 
a few things that may happen, but 
against any thing that may happen. 
There is something more for you to 
think about in this, Mr. Policyholder, 
if you happen to have a bright-faced 
young soldier in this great Army of 
the Republic. If something should 
happen to you, is the boy or girl who 
bears your name to drop from the 
ranks, or march on triumphantly to the 
goal of adequate preparation for life? 
Is the provision you have made suffi- 
cient to carry on the campaign? 

“And then there is something else— 
the most serious thought of all. When 
you are pressed with little responsibili- 
ties, when financial matters get tight, 
you are sometimes tempted to let the 
premium go unpaid—to let it go alto- 
gether and allow your policy to lapse.” 
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SOME FIRESIDE CAMPAIGNING 


HELP LIFE 





INSURANCE IN HOME 





Association of Life Insurance Presi- 
‘dents Will Discuss Education 
at December Meeting 





The eighth annual meeting of the 
Association of Life Insurance Presi- 
dents will be held at the Hotel Astor 
this city on Thursday and Friday, De- 
cember 10 and 11. The program will 
emphasize the topic, “The Common 
Interests of Life Insurance, Education 
and Business.” 

The slogan “Fireside Campaigning” 
is being used in connection with the 
meeting as it is the idea at this time 
to lay special stress upon the need 
for adequate insurance protection for 
American families. The point will be 
made that co-operative effort is neces- 
sary on the part of life insurance men 
to educate the wives. and mothers of 
prospects as to the necessity for ade- 
quate life insurance protection. 

Life insurance agents have found to 
their sorrow that the indifference to 
life insurance frequently found among 
the women of a family has made their 
task an unusually difficult one. Fre- 
quently the women at home besides be- 
ing apathetic in the matter of insur- 
ance protection, are distinctly hostile 
to the message of the agent. 

To find some plan to counteract this 
tendency is one of the problems which 
must be solved in the life insurance 
world of to-day. 

Prominent Men Take Part 


Robert Lynn Cox, general counsel 
and manager of the association, in 
speaking of the meeting said: 

“Some of the addresses will deal 
with the interest of life insurance in 
education and business, some with the 
interest of education in life insurance 
end business, and others with the in- 
terest of business in life insurance and 
education. Those invited to partici- 
pate in the formal part of our program 
include men of affairs in the educa- 
tional and general business world, as 
well as in the field of life insurance. 

“It will be an occasion when each 
group will get the others’ viewpoint as 
to channels through which further 
progress lies. It is believed that this 
interchange of experience and thought 
will develop additional opportunities 
for practical co-operation which will be 
of substantial benefit to policyholders. 

“Incidentally, it is hoped that the 
meeting will stimulate the general 
public to_take fuller advantage of the 
ever-widening service which life insur- 
ance is offering to the people of this 
country—a service which ranges from 
providing education for children to per- 
sonal comfort in old age, and from 
guaranteeing the preservation of home 
and family life to the protection of 
business enterprises. 

“Education at Home.” 

“To focus the proceedings, one session 
will be devoted to ‘Fireside Campaign- 
ing.’ Under this heading will be a discus- 
sion of the need for co-operative effort 
on the part of life insurance men to edu- 
cate wives, mothers, and even children, 
as to the necessity for protecting the 
family unit with life insurance of the 
right kind and of adequate amount. 
Scientific study of the need for msur- 
ance and the practical application of 
that knowledge have usually been con- 
fined to company officials and agents, 
though the chief benefits to be derived 
therefrom are intended for the insured 
and their beneficiaries. 

“Life insurance has not with suffi- 
cient frequency and freedom been a 
subject for discussion among the mem- 
bers of the family. It has not been 
classed with the purchase of -food, 
clothing, furniture and other items in 
the family budget as it should be. As 
a rule it is discussed in the office of 
the head of the family, miles away 
from home and its influences. One 
of the greatest obstacles to adequate 
insurance is indifference or opposition 





on the part of the wife or mother be- 
cause of sentimental, selfish or un- 


selfish reasons, as the case may be. In 
this discussion opportunity will be of- 
ferred for the presentation of the many 
reasons why life insurance should be 
made a matter of frequent family con- 
sideration.” 





AETNA INSURES POLICEMEN 





Members of Philadelphia’s “Finest” 
Written Under Group Plan by 
Hartford Company 





The members of the Police Beneficiary 
Association of Philadelphia have been 
insured under the group plan by the 
Aetna Life of Hartford. The deal was 
closed by W. R. Harper, manager of 
the Aetna Life at Philadelphia. 

The 4,000 members of the association 
are insured in the sum of $2,000 each 
under a blanket policy, without medical 
examination. 

So far, only four or five of the lead- 
ing American companies are issuing 
this kind of insurance, none of the 
Philadelphia companies being among 
the number. 

Among the well known concerns 
which have insured their employes 
through the Aetna are the following: 
American Smelting & Refining Com- 
pany, New York; Baltimore Copper 
Smelting & Rolling Company, Balti- 
more; Colts Patent Fire Arms Company, 
Hartford; Union National Bank, Cleve- 
land; Citizens Savings & Trust Com- 
pany, Cleveland; Clevelana-Akron Bag 
Company, Cleveland; Case, Lockwood 
& Brainard Company, Hartford; Cal- 
houn Robbins & Company, New York 
City; Hart & Cooley Company, New 
Britain, Conn. — 





JOINT LIFE POLICY. 





Mutual Life Says it is Better to Offer 
Two Separate Policies—One 
on Each Life. 





The Mutual Life gives some instruc- 
tive hints as to handling joint life cases. 
It says: 

“A joint life policy (say $1,000) may 
be changed as of original date to two 
Policies of $500 each (one on each 
life) without medical examination, and 
usually without cost or special restric- 
tion. The reason the change can be 
made without medical examination is 
obvious. If either life were impaired, 
the parties themselves would not seek 
a change. 

“Granting that one life, by reason of 
impairment, is likely soon to terminate, 
in which case the Company would be 
called upon to pay $1,000, it would 
naturally prefer to have $500 on the 
impaired life and the like amount on 
the sound life. Hence no medical ex- 
amination is required. Do not get the 
notion from the above that the full 
amount of the joint life policy could all 
be placed upon either of the two lives 
singly without medical examination. 

“It is always better in soliciting to 
offer two separate policies, one on each 
life, than to offer a joint life contract. 
Then if either party fails on medical 
examination, you may at least place 
one policy, while the application for a 
joint life would have to be declined 
altogether. When either policyholder 
under a joint life dies, the policy ter- 
minates for both. The one remaining 
(no longer insured), may not be in- 
surable, and in any event a new policy 
would cost more at his higher age.” 


INSURANCE AND THE STAGE 

In Thompson Buchanan’s play, “Life,” 
at the Manhattan Opera House, the 
biggest melodrama ever produced on 
the New York stage, moving pictures of 
the Metropolitan Life Insurance Com- 
pany’s Tower, are shown. 

At the Vitagraph Theatre an import- 
ant moving picture, entitled “The 
Locked Decor.” presents a striking argu- 
ment for fire prevention. It has the 
endorsement of Mayor Mitchel and 
others of the city administration. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


~~ Of the People 
The Compan By the People 
For the People 


The Daily Average of the Company’s 
Business during 1913 was: 


549 per day in Number of Claims Paid. 
7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 

$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$164,025.94 per day 
Assets. 


in Increase of 


JOHN R. HEGEMAN, President 








OLDEST 


Southern Life 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


- LARGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 


5 doaguab aco uaieabis dicate 94, 668:092-00 


AGBOEB. 0 cnacccccccvecee 

BRL santddcvwt 000 6esnenscede 

Cc “yo _ Surp lus ° 
Rmewrance 1 BOTCS. 22. ccccscovesccssecs soccesves 
Payments to P. oiie seiniahi rs since Organization.,. 
Is Paying its Policyholders nearly.......... 


GOOD TERRITORY FOR LIVE AGENTS 


- STRONGEST 
Company 


1913; 


ow 
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Saw 
Pend 


14,138,137.61 
$1,250,000.00 annually 








Insurance 
Assets over One Million. 


(average One Million a month). 


Important open territory. 





The Cuarantee Life Insurance Co. 
HOUSTON, TEXAS 


in force over Twenty Millions of dollars. 
Business received first eight months, 


We want a capable general agent for vacant office. | 


1913, over Eight Million 








GROUP INSURANCE 


Not Adapted, Says Aetna Life, to In- 
suring Groups of Individuals 
Not of One Employer 


LIMITATION 





Even group insurance has its limit? 
tions. The principle cannot well b3 
worked out in writing members of th3 


Y. M. C. A. or clubs or cases where 
the premium is not paid by the em- 
ployer. The Aetna Life News says: 


“Group insurance has not been suc- 
cessfully issued on other than employes 
where the premium is paid by the em- 
ployer. 

“Effort has been made from time 
to time to insure other collect‘ons oft 
individuals, for instance, associations, 
clubs, members of Y. M. C. A.’s, etc, 
but such effort has not succeeded be 
cause the underlying principle of group 
insurance cannot be observed in sucia 
groups. That principle is that the en- 
tire group of individuals shall be in- 
sured as a unit, and that members sha!l 
not enter the insurance or depart from 
it according to their individual pleasure. 

“The object to be gained by the Com- 
pany in insuring such a group is, to 
get an average of lives to some extent, 
and to get the individuals of the group 
in the same kind of business and in 
the same surroundings so taat the haz- 
ard will be uniform, and what is prob- 
ably of more importance, that they 
shall be governed in their entrance and 


departure from the insurance as a 
whole and not as individuals. 
Natural Mortality Rate 

“By this method the Company gets 
the natural rate of mortality uninflu- 
enced by the selective influence of the 
individual either at entrance or dis- 
continuance. With this idea in view 
the insurance issued upon the life of 
any person must terminate only when 
that person leaves the group or the 
employment in which he is engaged; 
and it is not generally practicable for 
an organization other than an employ- 
er to require a man in such an organi- 
zation to leave it in order to discontinue 
the insurance. 

“For these reasons agents are recom- 
mended not to waste their time in the 
effort to write group insurance on other 
than employes with the premium paid 
by the employer. There is a great field 
for this class of insurance with em- 
ployers who appreciate their responsi- 
bilities, and who are alive to the in- 
fluence in their favor which such in- 
surance will bring to bear upon their 
workmen.” 





COLONIAL LIFE APPOINTMENTS 
The Colonial Life has announced 
the appointment of P. Millman, assist- 
ant manager at Jersey City, and H. 
Sanntrock, to a similar position at 
Hoboken. A. M. Rabaums becomes 
assistant manager at Pittsburgh. 
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THE INSURANCE INSTITUTE 

The Insurance Institute of America, 
the membership of which consists of 
the leading insurance societies of the 
country, has announced its reading 
course and examinations for 1914-15. 
The course in fire insurance includes 
instruction in the principles and history 
of fire insurance, fire hazards, com- 
mon hazards, hotels and lodging houses, 
local hazards, correspondence, fire pro- 
tection, standard fire policy and bulld- 
ing construction. The casualty course 
is equally comprehensive. 

The Institute was organized on the 
invitation of the Fire Insurance So- 
ciety of Philadelphia in 1909, and it 
has done excellent work in training 
young men of the insurance offices in 
fundamental principles of the business. 

The insurance societies have made 
students acquainted with the standard 
works on insurence and have made it 
possible for these young men to hear 
lectures from many of the leaders in 
the great business of insurance. 

The insurance society idea is grow- 
ing, because it meets a need. Where 
are now such societies in Boston, Chi- 
cago, New York, Cleveland, Hartford, 
Memphis, San Francisco, Philadelphia, 
Pittsburgh anid Newark. E. R. Hardy 
is chairman of the committee on insur- 
ance examinations for the institute, 
the other members being William B. 
Medlicott and Charles H. Patton. 





ORIGIN OF NEW YORK LAW 

In view of the fact that the work- 
men’s compensation law has been made 
a political issue in New York State by 
Governor Glynn, authorship of which 
he claims, an article in the New York 
Globe tracing the origin of workmen’s 
compensation in this State is interest- 
ing. 

The Globe says that Theodore Roose- 
velt first brought the workmen’s com- 
pensation idea before the American 
people. Charles E. Hughes, when 
Governor, urged it on the legislature, 
after the report of the Wainwright com- 
mission. He had passed a compensa- 
tion act repealed by the Court of 
Appeal’s decision in the Wainright 
case. Next came Governor Sulzer’s 
activities and finally Governor Glynn’s 
activity in the matter. 


It is too bad that so strenuous 


attempt is being made to make capital 
out of the act. 





FIRESIDE CAMPAIGNING 

The meeting of the Association of 
Life insurance Presidents promises to 
be one of the most important gather- 
ings of this active organization. The 
subjects selected for the main topics 
are of a general, popuiar and timely 
Caracter, eSpeviauy tnat of “Firesiae 
Campaigning which means the educa- 
tlon Of tue women in the home as tw 
lue necessity of life insurance. 

it 1s dOuptiess true that in the past, 
as weil as at present, women have 
often deterred iheir husbands trom in- 
suring their lives. it is hard to im- 
agine how tis could tbe so when it is 


rememoered that the woman is the 
chiet beneficiary of a life insurance 
policy. 


With many women, however, provi- 
sion for the future does not appear so 
unportant as the present with its .wany 
duties and expenses. If the Associa- 
tion of Life Imsurance Presidents can 
suggest some means of bringing women 
into line through popular education or 
iu some Other way, there is no reason 
why the aggregate life insurance writ- 
ten yearly in this country shou. - 
be materially increased. 





AN IMPORTANT GATHERING 





National Board of Fire Underwriters 
to Consider Classification and 
Loss Statistics 





As The Eastern Underwriter went 
to press members of the Nationa! Board 
or Fire Underwriters were holding a 
special meeting in this city. While 
several matters of unusual importance 
are slated for consideration, the primary 
purpose of the gathering is to take 
action upon the recommendation of the 
actuarial committee of the executive 
committee, that a uniform method for 
ciassifying business and also reporting 
losses, be adopted. 

A general outline of the plan and 
the method proposed for tabulating the 
Statistics appeared in previous issues 
of this journal, 

A delegation of Western managers 
reached New York from Chicago on 
Wednesday in order to be present at 
the meeting yesterday. 





BIG MARINE COMPANY FORMED 





German Government Interested in New 
Venture at Hamburg—A. 
Drucker Manager 
To encourage traffic upon the Baltic 
and the North Seas, the Marine Insur- 
ance Company of 1914, has been formed 
at Hamburg and Berlin. Of its capital 
of $7,000,000 an even $5,000,000 has been 

subscribed by the Government. 

Albert Ballin, of the Hamburg- 
American Steamship Line is chairman 
of the board of directors, and Arthur 
Drucker, head of the Nord Deutsche 
Fire, is general manager. 





AGITATION OVER ROOFS 

Some good publicity in daily papers 
of New York State is being noted, 
based on a statement that the Under- 
writers Association of New York State 
intends to penalize shingle roofs. Some 
of the newspaper articles tell of the 
part played by shingle roofs in several 
conflagrations. 





CHANGES IN NORD DEUTSCHE 

The Nord-Deutsche Fire has rearrang- 
ed a section of its Western field force, 
United States Manager Lenehan an- 
nouncing the following: Louis H. 
Schweer as special agent for Ohio, and 
A. N. McDougall as Michigan special 
will assist State Agent E. L. Rickards 
ot Chicago, who has jurisdiction over 
Kentucky, Indiana and Wisconsin. 








The Human Side of lewenees 














ATLEE BROWN 


Atlee Brown, the New Jersey Rating 
Expert, has made a remarkable record 
since the Ramsay Act went into effect 
in ‘New Jersey, not only in winning the 
esteem of companies and local agents 
in the difficult task of re-rating the 
State, but in cementing the relations 
between the insurance interests and the 
public. He is regarded by agents as 
“the great  pacificator.” While Mr. 
Brown is known by correspondence to 
nearly every agent in the State few 
have seen him and The Eastern Un- 
derwriter takes pleasure in presenting 
a characteristic picture of the Expert. 
This name, by the way, is not of his 
own chosing, but was given him by the 
Insurance Department. 

Atlee Brown entered the fire insur- 
arce business in 1885 with the Phila- 
delphia Fire Underwriters Association, 
then under the secretaryship of Henry 
Darrach, after having spent about 
eighteen months as a member of a 
civil engineering corp. He stayed with 
that organization about eighteen months 
and from the latter part of 1886 until 
1901 he did special work for various in- 
surance companies, making surveys, 
recommendations and adjustments in 
Philadelphia and vicinity, his work 
carrying him from Wilmington, to 
Newark, and from Atlantic City to 
Lancaster, Pa. In July of 1901 he was 
elected manager of the Philadelphia 
Suburban Underwriters Association, 
which organization started operations 
during February of that year. He 
served as manager for twelve years 
until June 1, 1913, when he was desig- 
nated as Rating Expert by various in- 
dividual fire insurance companies for 
the State of New Jersey under provi- 
sions of Chapter No. 85, Laws of 1913, 
of the State of New Jersey. 

* * * 





Dr. Lee K. Frankel, sixth vice-presi- 
dent of the Metropolitan Life has been 
taking recently, several trips about the 
field to instruct the agency staff on the 
merits and handling of the new group 
health insurance plan. This new develop- 
ment of the Metropolitan it is under- 
stood will be pushed strongly in the 
next few months, but individual acci- 
dent and health risks are not being 
written. 

. +. : 

J. C. McDonnell, chief of the Bureau 
of Fire Frotection and Public Safety 
of the Fire Department of Chicago, ad- 
dressed the Chicago Fire Insurance 
Club on Tuesday, his lecture being en- 
titled “Fire Fighting and Fire Protec- 
tion.” 





Mrs. Evelyn Lyon Hegeman, wife ot 
John R. Hegeman, president of the 
Metropolitan Life and mother of John 
R. Hegeman, Jr., assistant secretary of 
the Company, died from a stroke of 
Paralysis on Saturday, October 24, in 
her apartments in the Holland House. 
The paralytic seizure occurred on 
Wednesday and Mrs. Hegeman never 
regained consciousness. 

Mrs. Hegeman returned from Europe 
with her husband three or four weeks 
ago, after a short sojourn in London. 
He and she had remained for a few 
days there, following their sudden trip 
back from Marienbad, Australia, be- 
cause of the outbreak of the war where 
Mr. Hegeman had gone to _ take 
treatment. Mrs. Hegeman was attack- 
ed with heart trouble while in 
London and had not been in robust 
health since. An impairment of the 
heart, of some months’ duration, grew 
worse. On her return here she was 
cenfined to her rooms in the Holland 
House. 


Mrs. Hegeman was Miss Evelyn 
Lyon, of Brooklyn. Her marriage to 
Mr. Hegeman took place in October, 
1870. For many years she was a 
resident of Brooklyn. She was a not- 
able sporano singer and appeared in 
oratorio and concert with Madame 
Patti and other notable singers. Mrs. 
Hegeman is survived only by her hus- 
band and son. 

* - . 


J. Henry Doyle, the new associate 
counsel of the National Board of Fire 
Underwriters has just taken up his 
duties at the New York office, 135 
William street. He is a brother of 
Charles J. Doyle, O. B. Ryon’s able 
assistant who has been stationed at 
New York for the past ten months but 
whose work has been so valuable that 
his duties have compelled him to travel 
all over the United States. Mr. J. 
Henry Doyle expects to be in New 
York most of the time. Although a 
young man he has already had much 
important work. He attended the law 
school of the University of Illinois and 
was admitted to the Illinois bar in 
1910. Under the name of Doyle & 
Doyle, the brothers conducted a law 
firm at Greenfield, not far from Spring- 
field, Ill. J. Henry Doyle was connected 
with the State Fire Marshal’s depart- 
ment as special attorney, trom 1910-13. 
Mr. Doyle has recently been active in 
the handling of the insurance cases 
growing out of the destruction of the 
Vandalia, Ill., factory of the Ford Auto- 
mobile Company. The fire occurred a 
year and a half ago and involved $647,- 
000 of insurance with a claimed !oss of 
$900,000. There were 54 companies in- 
terested and 76 separate suits were 
brought. The litigation is still pending. 

s a oa 


Vivian H. Smith, who was recently 
appointed Governor of the Royal Ex- 
change, as exclusively announced in 
The Eastern Underwriter last week, is 
a son of the late Hugh Colin Smith, for 
thirty-five years a director of the Alli- 
ance ‘Assurance Company. V. H. Smith 
is a partner of Grenfell & Company, and 
is a member of the committee of the 
Hudson Bay Company. He is regarded 
as one of the most vigorous and most 
distinguished of the younger genera- 
tion of financiers. He is appointed to 
the Governorship of the Royal Exchange 
in succession to the late Sir Nevile Lub- 
bick, who, after many years, recently 
died at the age of seventy-five. 

. - * 


R. Dale Benson, president of the Penn- 
sylvania Fire, one of the most re- 
spected men in fire insurance, has re- 
signed. 
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Fire Insurance Department 
OPPOSED TO FEDERATION 








FIRE COMPANIES’ ATTITUDE 





Special Agents Instructed to Advise 
Agents Not to Join New 


Organization 





It became known this week that the 
fire insurance companies, as a general 
rule, are not only opposed to the insur- 
ance federation idea, but have instruct- 
ed their field men to take a stand 
against it. 


The companies believe that if poli- 
ticians form the opinion that insurance 
men are organizing to dictate to them 
what they shall do the result will be 
most unfortunate. They feel that men 
in public life will become irritated if 
they think some business interest is 
trying to force them to act in any man- 
ner with threats of reprisal if they 
do not. 


It is also believed that the federa- 


tions would go to the legislatures to. 


push through agency qualification laws 
which will have the effect of giving a 
monopoly to business of agents, and 
they point to the Kentucky bill which 
made it almost necessary for an agent 
to pass a medical examination before 
he could keep his license. 

The federation promoters, on the 
other hand, declare that there is a de- 
mand for the movement; that agents 
all over the country will push organi- 
zation plans as it is the only way in 
which the agents can be assured that 
their livelihood will not be threatened. 





SAVING MONEY ON MAPS 





Underwriters Want Better Terms from 
the Sanborn People—Maps an 
Expensive item 





There is every reason to hope that 
the fire insurance companies wiil not 
be compelled to spend as much money 
for their map service in future as 
they have done hitherto, a condition 
that will prove very acceptable to the 
rank and file of underwriters who have 
inveighed long and bitterly against 
this heavy item of expense in the year’s 
business. 

The chief grievance against the 
Sanborn Map Company of New York, 
which supplies practically all of the in- 
surance maps used in the Eastern and 
Middle territory (except Philadelphia 
where the Hexamer map dominates) 
is its declination to issue maps showing 
the mercantile districts of communities 
apart from the residential sections, thus 
eempelling companies interested only 
ia the business localities to buy a 
series of maps three-fourths of the 
territory shown being of little practical 
value to them. The answer of the San- 
born people to complaints upon this 
score in times past has been, that the 
larger companies among their subscrib- 
ers demanded complete service, and it 
was inadvisable to divide the volumes 
upon lines other than those followed. 


Again: while the refund granted 
clients in the past has been appreciated, 
companies generally feel that the re 
turns of this nature should be predi- 
cated upon some other basis than that 
heretofore followed, and have asked that 
an audit of the map company’s books 
be made each year by a disinterested 
accountancy firm, the profit apportion- 
ment, after allowing a reasonable divi- 
dend to stockholders, to be upon its 
recommendation. 


The matter is in the hands of a 
special committee of the Eastern Un- 
ion for adjustment and it is felt that 
an equitable arrangement will shortly 
be brought about,. 





ASSURED TO PAY TAX? 





Company Sentiment Points That Way— 
Return Premiums Are Not 
Exempt 





Among companies there is a grow- 
ing sentiment that the stamp tax on 
policies should be paid by the assured. 
During the Spanish-American War it 
was paid by the companies. The tax 
is % of 1 per cent. 

After the Senate’s Finance Committee 
had agreed to exempt cancellations, 
the House committee cut out the ex- 
emption, the Senate committee concur- 
ring. The reason for this was as fol- 
lows: 

The House committee in considering 
the bill saw that the revenue was be- 
ing cut down to ninety odd millions. 
The amendments were carefully 
scanned with the result that several 
changes were made to increase the 
revenue, the cancellation feature being 
among them. It was thought that this 
would add $75,000 to the country’s 
revenue. 

The concessions secured by the com- 
panies are that reinsurance is not taxed, 
the taxation being on a net instead of 
a gross premium basis. 

One result of the eliminating of the 
return premium provision will be to 
make companies and agents use un- 
usual care in the writing of policies. No 
one will want to place a stamp on a 
policy that will not be taken. 





GLOVERSVILLE AGENTS BLUE 





Strike Among Glove Workers Results 
in Diminished Premiums— 
Note Moral Hazard 





Gloversville, N. Y., Oct. 25.—Local 
agents here are considerably depressed 
over the continued strike among the 
glove workers of this city and Johnson, 
with the resultant shrinkage in stocks 
and reduction of premium income. 

The strike, inaugurated about three 
months ago, was caused by the refusal 
of the manufacturers to accede to the 
demand of the cutters for a wage in- 
crease of twenty-five cents per day. 
The workers had been receiving an 
even four dollars and wanted four and 
@ quarter. Holding that trade condi- 
tions did not warrant the raise asked 
for the leading manufacturers prompt- 
ly closed their factories, filling all orders 
from accumulated stocks. A number 
of the smaller plants continue to run, 
but these constitute but a fractional 
part of the whole, and have little bear- 
ing upon the general result. 

The glove manufacturers have no 
trouble whatever in getting their raw 
product, importing from Germany only 
skins used in the superior quality of 
hand wear. 

While the closing down of the fac- 
tories has no bearing upon the moral 
hazard in these plants, there have been 
a number of small furniture and par- 
ticularly closet fires, throughout the 
city, making the agents decidedly un- 
easy in consequence. 


AMERICAN RE-INSURANCE ASCSN. 





Organization Far Enough Along to 
Make Announcement Probable 
Next Month 





Several American companies are con- 
sidering the advisability of joining in 
a plan to operate an American reinsur- 
ance association for the acceptance of 
fire insurance under treaties from the 
larger and better-established compan- 
fes. The plan has progressed so far 
that an announcement will be made in 
December and the promoters hope to 
be able to begin operations on Jan. 1. 
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WASHINGTON ASSOCIATION 


AGREEMENT FORMED AT LAST 








E. R, Hardy Temporarily in Charge— 
Rates for Dwellings Promul- 
gated 





After years of demoralization the 
fire insurance business of Washington, 
D. C., is to be put upon a proper basis, 
representatives of the companies oper- 
ating there having definitively launched 
@ new organization on Saturday last 

Known as the Underwriters Asso- 
ciation of the District of Columbia, the 
organization will be directed by a com- 
mittee of nine; “three of which shall 
be officers of Washington companies.” 
The committee selected for the initial 
year is made up of the following named: 
H. H. Bergman secretary of the Ger- 
man American of Washington; W. M. 
Hoffman, secretary Fireman’s of Wash- 
ington; L. R. Peck, secretary Con- 
cordia; Tyler and Rutherford, Fire As- 
sociation; Edward Walsh, Northwestern 
National; T. J. Fisher and Company, 
Springfield Fire & Marine; Walter 
Brown, Camden; Ralph Lee, National 
Fire; Garsh & Burgman, German Amer- 
ican; Walter West, Liverpool & Lon- 
don & Globe; A. K. Phillips, North 
British & Mercantile, and Charles Hood, 
Svea. 

Pending the appointment of a per- 
manent secretary E. R. Hardy, assist- 
ant manager of the New York Fire 
Insurance Exchange, is in charge of 
the new association and is doing yeo- 
man work in getting it underway. 
While several parties have been con- 
sidered for the secretaryship no one 
has been chosen yet, and thirty days 
may elapse before the right man be 
had. 

Rates on Dwellings 
Effective from the 24th the following 











rates are required on dwelling risks: 
One year, 15 cents; three years, 30 
cents; five years, 45 cents. 

Tariffs upon both mercantile and 
dwellings in the District of Columbia 
have been absurdly low ever since the 
collapse of the old association, and 
local agents would have been driven 
out of business were it not for their 
real estate and banking connections 





LOCAL AGENTS SIGNING 





Over 682 in Suburban Field Take Latest 
Pledge Requested by 
Exchange 





At latest accounts 682 local agents 
had signed the contingent commission 
agreement put forth by the Suburban 
Fire Insurance Exchange. The signers 
constitute nearly 75 per cent. of the 
local men in the territory under re- 
view, and company managers and gen- 
eral agents are urged by the Exchange 
to use their best efforts to induce those 
still outside to come into the fold. 

The association propaganda is being 
vigorously opposed by the United Fire 
Insurance Agents Protective Associa 
tion of Suburban New York, which 
claims a membership of over three hun 
dred agents, and whose slogan is a flat 


10 per cent. over-riding commission, 
Captain Walter Blackman of New 
Rochelle and the energetic “Bob” Paine 


of Far Rockaway, are prominent in the 
agents’ movement and are fighting hard 
for what they hold should be allowed 
them. 


NEW AGENCY IN AUBURN 


L. J. Fitzgerald, who has been doing 
an insurance business in Auburn, N. Y., 
and J. H. Carmody, manager there of 
The Prudential, have formed the Fitz- 
gerald & Carmody Genera! Insurance 
Agency. 
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PROFESSIONAL APPRAISERS 


AGAIN BARRED BY HIGH COURT 








Appellate Term, New York, Refuses 
Permission for Re-Argument 
of Roselle Case 

In June the New York Supreme Court, 
in the case of Fred E. Pierce (a former 
insurance man who had a loss in 
Roselle, N. J.), against one of the in- 
surance companies, gave an opinion 
which virtually prohibits the employ- 
ment by insurance companies of pro- 
fessional appraisers. A motion for per- 
mission to re-argue the case or for 
leave to appeal to the Appellate Di- 
vision of the Supreme Court was made 
and this motion has just been denied 
by the Appellate Term of the Supreme 
Court. 

Appraisa. Clause 

The insurance company made an 
affidavit in which they said the de- 
cision was far-reaching in its effects 
and rendered the appraisal clause in 
the policy void. 

Rollins & Rollins, appearing for 
Pierce, in their answer, said in part: 

“Counsel for the respondent in their 
“motion papers state that the decision 
of the Appellate Term is vital to in- 
surance companies and far-reaching in 
its effects, and urge that it may result 
in nullifying the very important pro- 
vision of insurance policies in regard 
to the appointment of appraisers. We 
are not advised how often this situa- 
tion arises. The evidence fails to show 
that any reasonable effort was made 
by the defendant to agree with the 
plaintiff upon the matter of his loss, 
but that the next step taken by the 
company after proof of loss was filed 
was to refuse to pay it, demand an 
appraisal and ‘elect’ Mr. Schorer as 
‘their’ appraiser. If such be the usual 
practice, we think the decision of this 
court may possibly be not only far- 
reaching but extremely salutary, for 
we do not believe that the appraisal 
c’ause in the standard form of insur- 
ance policy contemplates that insur- 
ance companies will, immediately upon 
receiving of loss and without making 
any effort to settle the loss, refuse to 
pay it, demand an appraisal and 4ap- 
point one of their regularly employed 
professional appraisers to do the work.” 





EXTENDS HOME BUSINESS 





Nord-Deutsche Assumes Hamburg Con- 
nections of Norwich 





Union 
Following the withdrawal of the 
Norwich Union of England from Ger- 
many, the leading agency of the British 


corporation, A. H. Brauss and Company 
o? Hamburg, was given the representa- 
tion of the Nord-Deutsche Fire. 





CREDITORS’ MEETING 


James A. Van Voast, referee in bank- 
ruptcy, has notified creditors of Arthur 
D. Fowle, the Schenectady insurance 
agent, that there will be a meeting of 
creditors on November 2 at Schenec- 
tady. 


CONTINUES LOCAL AGENCY 


Mrs. Minnie D. Benson, widow of 
John Benson, of Middleport, N. Y., 
whose death was noted in these pages 


last week, will continue the agency of 
her late husband, all of the companies 
in the office consenting to such an 
arrangement. 





NEBRASKA STATE AGENT 


Ernest C. Folson has been given the 
Nebraska State ageny of the Hamburg- 
Bremen Fire. He will make head- 
quarters at Lincoln, where he is par- 
ticularly well known and where he has 
extensive business interests. 





The Standard Accident is buying a 
bale of cotton in each of the cotton 
centers. 





TREATY PROCLAMATION 





Text of King George’s Trading Ruling 
Affects Re-lInsurance 
Conditions 





The latest proclamation of King 
George relating to trading; and directly 
affecting insurance, follows: 

Not to make or enter into any 
new marine, life, fire, or other 
policy or contract of insurance (in- 
cluding re-insurance) with or for 
the benefit of an enemy; nor to 
accept, or give effect to any insur- 
ance of, any risk arising under any 
policy or contract of insurance (in- 
cluding re-insurance) made or en- 
tered into with or for the benefit 
of an enemy before the outbreak 
of war; and in particular as regards 
treaties or contracts of re-insur- 
ance current at the outbreak of war 
to which an enemy is a party or 
in which an enemy is interested 
not to cede to the enemy or to 
accept from the enemy under any 
such treaty or contract any risk 
arising under any policy or con- 
tract of insurance (including re- 
insurance) made or entered into 
after the outbreak of war, or any 
share in any such risk. 

In accord with the above local rep- 
resentatives in this country of several 
of the British offices, have been ad- 
vised not to accept from or place busi- 
ness with companies domiciled in coun- 
tries with which Great Britain is at war. 





BOSTON LECTURES 





W. B. Medlicott, G. T. Forbush, Gorham 
Dana and Others to 
Talk 

The Insurance Library Association of 
Boston, announces the following lec- 
turers for its evening courses: 

William B. Medlicott, S.B., general 
agent, Atlas Assurance Company, Ltd., 
lecturer on fire insurance, Graduate 
School of Business Administration, 
Harvard University—“Standard Policy 
Clauses and Forms.” 

Gayle T. Forbush, S.B., general agent, 
Royal Exchange Assurance, president 
The Insurance Library Association of 
Boston—‘“History and Philosophy of 
Fire Insurance Rating.” 

Gorham Dana, S.B., chairman Commit- 
tee on Tanks, N. F. P. A., manager, Un- 
derwriters’ Bureau of New England— 
“Fire Protection; Public and Private.” 

M. F. Jones, engineer, New England 
Bureau of United Inspection—“Fire 
Hazards of Woodworkers.” 

Ralph Sweetland, S.B., engineer in 
charge, New England Insurance Ex- 
change, secretary, Electrical Commit- 
tee, National Fire Protection Associa- 
tion—“Electrical Hazards. 

Henry V. Thayer, superintendent of 
inspection department, Boston Board of 
Fire Underwriters—‘Fire Hazards of 
Breweries.” 

John S. Caldwell, special inspector and 
engineer, New England Insurance Ex- 
change—“Plan Drafting to Scale.” 





JOINS THE YORKSHIRE 





H. F. Wanvig Becomes Special Agent 
for Company in the Middle 
West 





To supervise its business in Illinois, 
Wisconsin, Missouri, Ohio and Michi- 
gan the Yorkshire Insurance Company 
has appointed H. F. Wanvig its special 
agent for the States named. As the 
Ccmpany is represented only in the larg- 
er centers the satisfactory covering of 
so wide and important a field as that 
named is made possible. 

Mr. Wanvig, while new to the Central 
West, is well and most favorably 
known to underwriters on the Pacific 
Coast, having for sometime been man- 
ager at the Butler, Mont., office of the 
Pacific Coast Adjusting Company. 





Companies writing compensation 
business are busily pushing collections 
in New York State. 





EWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 











Authorized Capital $500,000 


Driruit National Hire 
Insurance Cn. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 
AGENCY CONNECTIONS SOLICITED 











INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


United States Branch 
92 William Street, New York 


RICHARD D. HARVEY 
United States Manager 








“STRONG AS THE STRONGEST” 


The Northern Assurance C0. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000,000 
Losses Paid in U. 8S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 
55 John Street 


NEW YORKCITY 











WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 


UNITED STATES BRAKCH 
January 1, 1914 
AEBUB 2occcccccccscccccceccocccccs $2,578,1 
Surplus in U. &.........cccccccee prt #5 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 








LOGUE BROTHERS & CO. 
307 FC URTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
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JOHN L. DUDLEY, Pres. 


JOHN E. KING, Vice-Pres. 


The John L. Dudley, Jr. Co. 


84 William Street, New York City 
General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 
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GEORGE E. WOOD, Vice-Pres. 








Western Assurance, of Canada 
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Sterling Fire, of Indiana 
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NEW JERSEY NOTES 


BURHORN ANSWERS MAYOR 


MUNICIPAL 





INSURANCE SCHEME 





Prominent Hoboken Agent Tells Public 
Why City Should Not Insure 
itself 





City officials of Hoboken recently 
went On record in favor of municipal 
insurance. CC. Alfred Burhorn, agent 
in Hoboken of the American of New- 
ark; Continental, Home and other com- 
penies, has written a letter to the 
Hoboken Inquirer, in which he tells in 
able fashion why the suggestion is not 
practical. His views in part follow: 

“What would happen to a State or 
city insurance fund if such a fire as 
that which almost totally destroyed the 
city of Salem, Mass., should be visited 
upon any other city? Couid any fund 
made up Of insurance premiums be 
sufficient to cover the losses incurred 
by the destruction of a number of valu- 
able municipal buildings? 

“People are led to believe that our 
newest buildings are fire-proof and 
therefore it is foolish to keep on paying 
insurance rates On a structure that 
would never be threatened by fire. As 
a matter of fact, nearly all of these 
buildings are only semi-fireproof. And 
in addition we never take into con- 
sideration that the contents of a build- 
ing which are sometimes worth as much 
as the buildings themselves, and some- 
times as in the case of offices where 
valuable documents are kept, even 
more valuable than the entire building, 
are liable to be destroyed. 

“It has been stated that the city is 
foolish in paying premiums to compa- 
nies who derive immense profits from 
the transaction. As a matter of fact, 
if we take the trouble to look up sta- 
tistics showing the earnings of the firms 
we will find to our surprise that the 
business of insurance is never profit- 
able. 

“Can you imagine what would happen 
to a fund managed by politicians? Can 
you imgaine the kind of management 
that would be given to this fund by 
men who are totally ignorant of the 
principles of the industry? Insurance 
men have been making investigations 
and research into the industry and the 
Officials of the companies are versed 
in all the details connected with it. 
What would a party of politicians be 
able to do with this fund?” 





NEW JERSEY MEETINGS 

The agents in Atlantic City held a 
meeting on Monday of this week, at 
which Atlee Brown appeared, made a 
short talk and answered questions. 

The Warren County Agents’ Associa- 
tion meet this week in Washington, 
New Jersey. 





TO STAY IN OLD OFFICES 

After a conference regarding Pacific 
Coast business held in the oftices of the 
Firemen’s of New Jersey, at which 
Western Manager Neal Bassett who 
recently returned from the Coast, was 
present, it was decided to continue 
under the old arrangement for the pres- 
ent. 





TO MEET IN TRENTON 
The annual meeting of the New 
Jersey Association of Fire Insurance 
Agents will be held in Trenton in 
February. 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 











JERSEY CITY INEFFICIENCY 





St. John’s Church Fire Again Calis 
Attention to Fire Department 
Conditions 





The burning of the St. John’s P. E. 
Church in the Bergen Heights section 
of Jersey City, a 75 per cent. loss, again 
calls attention to the fire department 
of that city, which has been called “the 
worst department in America for a city 
of the size of Jersey City.” Eye wit- 
nesses say that for a time this fire was 
fought with a puny stream, and that 
the department’s work was as ineffi- 
cient as it has been in the past. 

The National Board of Fire Under- 
writers offered sometime ago to send 
engineering experts to Jersey City to 
make recommendations tending toward 
efficiency. But, through politics and the 
attitude of one of the locai agents, the 
request was refused. The local agent 
in question made a surprising speech 
in which he declared that a National 
Board investigation would raise rates 
and that the interference of “outsiders” 
Was unnecessary. As the National 
Board has enough on its hands to keep 
its engineers busy the Jersey City 
situation was forgotten for the time be- 
ing. The church fire again brings 
Jersey City into the limelight. John 
E Mueller & Son placed the insurance 
on the church. 





NEW SPECIAL FOR AMERICAN 





Paul J. Clarke Proved His Ability in 
the New Jersey Rating 
Office 





The American of Newark announces 
that it has appointed Paul J. Clarke as 
special agent for New Jersey. The 
appointment will be a popular one as 
Mr. Clarke has shown unusual capa- 
bilities in the office of Atlee Brown, 
New Jersey Rating Expert, where he 
has been since the inception of the 
office. Mr. Clarke, at the counter, at- 
tracted attention by the unique manner 
in which he handled agents and brok- 
ers who had complaints to make at the 
time the office was established and 
for some weeks thereafter until things 
got running smoothly. He has an un- 
usual knowledge of forms and risks. 

Mr. Clarke is a graduate of the 
Queen’s Southern Department where 
he got his schooling in insurance under 
S. Y. Tupper. Coming North he went 
with the Home. He is a brother of 
George Clarke, one of the ablest New 
Jersey field men. 





NEW JERSEY IN KENTUCKY 

The New Jersey Fire Insurance Com- 
pany has entered Kentucky, which State 
on November 1 will be added to the 
territory of General Agent D. Cliffe 
Stone. Mr. Stone has been the New 
Jersey’s general agent in Tennessee 
and Alabama. 





TO INSPECT HACKENSACK 
The Hackensack city commission has 
asked the New Jersey Rating Office to 
have the city re-inspected. Engineers 
from the rating office will visit the 
city shortly. 





MOFFATT APPOINTMENT 
T. C. Moffatt & Company have been 
appointed general agent for Essex 
County of the automobile department 
of the Newark Fire Insurance Com- 
pany. 





QUIET AT CAMDEN 
Following the news that the Board 
of Trade of Camden, N. J., would make 
an investigation of fire insurance rate 
conditions there has been no develop- 
ment. 





LUTZ BACK FROM MARYLAND 

William B. Lutz, assistant secretary 
of the New Jersey Fire, has returned 
from a visit to a number of agencies, 
going as far South as Maryland. 


BROKER !S PENITENT 





Pays Firemen’s Relief Three Per Cent. 
on Premiums Paid for Unauthorized 
Insurance 





The broker who wrote in unauthoriz- 
ed companies part of the insurance on 
the Lister Agricultural Chemical Works 
in Newark has replaced the insurance 
in admitted companies and has paid to 
the treasurer of the Newark Firemen’s 
Relief Association $44.37, being 3 per 
cent. of the $1,479 in premiums on the 
unauthorized insurance. It is also un- 
derstood that the broker has made an 
appeal that he be leniently dealt with. 

Although the broker went outside for 
part of the insurance he picked com- 
panies that are strong financially, 
giving lines of from $2,500 to $10,000 
each. 





NOT TO INSPECT DWELLINGS 





Action of Middie Department Associa- 
tion Regarding Atlantic City 
Electrical Risks. 





The Underwriters’ Association of the 
Middle Department at its recent meet- 
ing decided to discontinue general in- 
spection of electric risks in Atlantic 
City; in other words, not to inspect the 
dwelling risks. In reference to the 
risks of larger value which have been 
inspected, it is now stated that con- 
siderable improvement has been noted 
in remedying defects. It will be re- 
called that the association found fault 
a few weeks ago with the laxity of 
property Owners in making corrections 
when their attention had been called 
to the necessity for same. 





BIG DROP IN PREMIUMS 





Newark Returns for First Six Months 
of 1914 Show Falling 
Off 





According to figures of the Newark 
Salvage Corps premiums in ‘Newark 
for January to July, 1914, were $937,- 
207 as compared to $982,860.50 for 
January to July, 1914, a falling off of 
more than $45,000. 

Reasons given are reduction of rates 
by the Rating Office and because of 
sprinkler equipments; and _ natural 
shrinkage caused by the war. 





ATLEE BROWN WILL SPEAK 





To Make Principal Address Before 
Barebones at Meeting Wednesday 
November 18 





Atlee Brown, expert State Rater for 
New Jersey, who has had the super- 
vision of the rerating of that State for 
the fire insurance companies, will be 
the speaker for the first fall meeting 
of the Barebones Alumni Association 
which will be held at the Old Dutch 
Tavern, 23 John street, Wednesday 
evening November 18. 

A dinner will be served at 6:15 p. m. 
previous to the speaking. 





MAY RECALL RESIGNATION 
It is reported that the Griffith Com- 
pany, Newark agents, may withdraw its 
resignation from the Fire Insurance 
Society of Newark. 


APPOINT JOHN L. SERVINSON 

John L. Servinson has been appointed 
counter man at the New Jersey Rat- 
ing Office, to take effect November 15. 
He has been with the office a year, and 
before that, was with the Liverpool & 
London & Globe in Philadelphia. 








RATES OFF AT ASHLAND, PA. 

Again it has been decided to throw 
off rates at Ashland, Pa., which has 
long ‘been a storm center. 


Frank L. Armstrong of the New 
Jersey Rating office, is the latest ad- 
dition to the Newark golfing contin- 
gents. 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders - - - 1,741,305.00 
The real strength of an insurance company is in 
the conservatism of its management, and the man- 


agement of THE HANOVER is an absolute as- 
surance of the security of ite policy. 


R. EMORY WARFIELD_ - 


President 
JOSEPH McCORD .- Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst.Sec'y 


JAMES W. HOWILE - - Gen, Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
PG 6 bs whee beeen 7,260,197.27 
ae eee 2,596,266-99 
Surplus for Policy 

Holders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 








The Gamewell Fire Alarm 
Telegraph Co. 
Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, MASS. 





AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, Chicago, Ill 
335 Wabash Building, Pittsburgh, Pa. 


915 Postal Building, San Francisvo, Cal. 
304 Central Building, Seattle, Wash 
Utica Fire Alarm Felegraph Co., 
Utica, N. Y. 
Northern Electric Company. Limited, 
Montreal, Canada 
General Fire Appliances Co., Ltd, 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 











COTTON OUTLOOK BRIGHTER 

Great Britain’s official assurance that 
the shipment of cotton to countries 
with which it is at war would not be 
interfered with, is highly gratifying to 
cotton planters of this country, and 
incidently to fire underwriters who 
were getting nervous over the cotton 
situation. The depressed cotton mar- 
ket has resulted in holding a consider- 
able part of the product upon the plan- 
tations and its storage in smalil com- 
munities. Save at Shreveport, and pos- 
sibly one or two other points in 
Louisiana, there has been no congestion 
at storage centers, although the season 
is early yet, and such a condition 
might easily develop before long. Mean- 
time, the announced attitude of Great 
Rritain with respect to shipments is a 
pleasant rift in a dark sky. 





Insurance against Zeppelin bomb 


damage is being sold in London. 
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Meaning of “Held in Trust” 
in Commission Clause of Policy 








By a General Adjuster of a New York Company 
A Letter Written to a Special Agent 








(Continued from last week.) 

The case of the Baltimore Warehouse 
Co., mentioned last week, is so closely 
connected with that of Hough, Clenden- 
ing & Company versus Peoples Insur- 
ance Company, decided by the Court 
of Appeals of Maryland in June, 1872, 
that in a study of the questions in- 
volved they should be considered to- 
gether. At the time of the fire there 
was stored in the warehouse merchan- 
dise, consisting principally of cotton, 
to the approximate value of $99,000 
Of this 676 bales of cotton valued at 
about $53,000 was the property of 
Hough, Clendening & Company, on 
which they had placed around $60,000 
specific insurance under thirteen poli- 
cies, each covering on a specific lot 
of cotton, loss under each being pay- 
able to the Baltimore Warehouse Com- 
pany. 

The Peoples Fire Insurance Com- 
pany had issued to Hough, Clendening 
& Company two policies, one cover- 
ing $1,400 on 15 bales of cotton and an- 
other covering $1,100 on 13 bales, with 
permit for other insurance. The Balti- 
more Warehouse Company had previ- 
ously taken out two policies in their 
own name, one for $10,0°0 in the As- 
sociated Firemen’s Insurance Company, 
and another for $20,000 in the Home. 
The Warehouse Company had advanced 
to the Hough, Clendening Company 
about $49,000, retaining a lien on the 
property stored, and in addition, held 
as collateral security the $60,000 in- 
surance taken out by Hough, Clenden- 
ing & Company. 

Did Not Know of Warehouse Insurance 

Hough, Clendening & Company paid 
no part of the premiums; in fact, they 
did not know of existence of the Ware- 
house Company’s insurance until after 
the fire. They had taken out insur- 
ance on their own property in com- 
panies of their own selection for the 
full value of their cotton and had paid 
the premium on it, having been prompt- 
ed to do so by reason of the notice 
on the Warebouse Company’s receipts, 
which plain‘, stated that the cotton was 
not insured by them. They had had 
no dealings with the Home Insurance 
Company in the matter and desired 
none. Their own insurance had been 
taken out in good faith and they nat- 
turally looked to it for reimbursement, 
but the Peoples took the position that 
the policies which the Warehouse Com- 
pany had taken out in the Home and 
Associated Firemen’s also covered the 
cotton of Hough, Clendening & Com- 
pany; that they constituted double in- 
surance and were subject to contribute 
in order to determine the amount due 
from the Peoples. Hough, Clendening 
& Company protested without avail and 
finally brought suit. The case event- 
ually reached the Maryland Court of 
Appeals, which decided that goods 
“held in trust” meant those with which 
the insured is intrusted, not merely 
goods “held in trust” in the strict tech- 
nical sense but rather in the ordinary 
sense of the word; that as the two 
policies in the Peoples were made pay- 
able to the Warehouse Company, they 
might be regarded as having been at 
their inception assigned to them wita 
consent of the Company and that they 
inured to the benefit of the Warehouse 
Company and might be considered ag 
in favor of the same assured on the 
same interest in the same subject ard 
against the same risks as the Home 
and Associated Firemen’s policies run- 
ning direct to the Warehouse Wumpany, 
and that the policies were, therefore. 
what are termed “double insurancs” 


and were bound to contribute their re- 
spective proportions to the loss. 
The Home’s Position 
The Home in their negotiations for 
settlement of the loss under their poll- 


cy offered to pay and did pay for 24 
bales of cotton concerning which there 
was no dispute, and asked for a re- 
ceipt in full and surrender of their 
policy. Their request was declined by 
the Baltimore Warehouse Company, 
not because they at that time thought 
the Home policy covered any interest 
other than their own, but because there 
was a dispute respecting a lot of 110 
bales of cotton and because they thought 
it possible that something unforeseen 
might develop which would make the 
possession of the Home policy highly 
desirable as a protection of their own 
interests, and subsequent events fully 
vindicated the wisdom of their decision. 

The Home took the position that 
by reason of the notice on the Ware- 
house receipts that the cotton was not 
insured, their policy was limited to 
goods belonging to the Warehouse Com- 
pany and their interest in the prop- 
erty of the bailors, whatever that might 
eventually prove to be; but inasmuch 
as the decision in the case of Hough, 
Clendening & Company had materially 
reduced the amount collectible under 
their policies, suit was brought by the 
Baltimore Warehouse Company against 
the Home, which in due _ course 
reached the Supreme Court of the 
United States, the court holding that 
the Home policy covered the merchan- 
dise held by the Warehouse Company 


on storage; that the words “held in 
trust” are to be understood in their 
mercantile sense; that there was 


double insurance; that the Home was 
liable for its proportion of the entire 
loss; that the Warehouse Company, 
after first reimbursing themselves, 
would hold the remainder of amount 
collected in trust for the owners; that 
the intention of the parties must be 
gathered from the policy itself and that 
it was clear and unambiguous, parol 
testimony being inadmissible to extead 
or vary the terms of the written instru- 
ment. The record does not state the 
method of apportionment, but it may 
be assumed that the situation present-d 
a case of simple non-concurrency not 
difficult of solution. 

Would Apply to Floating Insurance 

If the doctrine in the Baltimore 
Warehouse Company and Hough, Clea- 
dening & Company cases is sound, the 
same rule as to contribution would 
apply to floating insurance; in fact, it 
was so held in a certain case. In that 
case wharfingers effected insurance 
upon their goods “their own, in trust 
or on commission” under a generai 
floating policy, which included a ware- 
house of their own, which burnt. They 
were not responsible to their custom- 
ers, neither were the latter aware thet 
any insurance for their benefit existed. 
The defendant insisted that under 


these circumstances the plaintiffs hai 
no insurable interest beyond the extent 
of their charges for landing, wharfag2 
and cartage and paid that amount into 
court; but the court held that they 
were entitled to recover the full loss 
and that as to the amount beyond their 
own interest, they were trustees for 
the parties beneficially interested, such 
interest being covered by the words 
“in trust.” 
A Case in This State 

There was an interesting case in vhe 
courts of this State which involved 
the question of determining wha* 
rights, if any, an owner had under 
policies of a wholesaler containing the 
commission clause, who, as a matter 
of accommodation, permitted certain 
goods to be placed in his store free 
of charge until the owner could dis- 
pose of them. The wholesaler dis- 
claimed all responsibility and refused 
to include the loss on the goods of the 
other party in the claim against his 
insurer, whereupon the owner hims2lf 
served proof of loss against the whole- 
saler’s insurance and, upon liability 
being denied, brought suit in his own 
name against the insurance compaii- 
ies. The companies were defeated up 
to the highest court of the State, to 
which they decided not to let the cas3 
go, fearing that it would add another 
to the many cases already standing 
against them. 

No Limit to Scope of Courts 

There seems to be almost no limit 
to the scope to which the courts may 
go on this question, but, as a general 
proposition in dealing with it, it shouid 
be kept in mind, as many of tha 
authors and courts have held, that for 
assured to recover on the property of 
others, they must hold some relation 
of interest or trust to it, such as agent 
bailee, factor or commercial trustee, 
and that no mere stranger to the prop- 
erty can effect valid and collectible 
insurance thereon. 

We question whether some of th3 
decisions on this subject are funda- 
mentally sound, but whatever uF bd 
views may be, we must consider the 
from the standpoint of how they hav2 
been handed down and be governed 
accordingly. It would appear that if 
companies desire any modification in 
future decisions, it must be brought 
about by a form of contract that will 
not admit of such broad construction. 


URGING LOUIS WEIDERHOLD 


AS EASTERN UNION SECRETARY 








Philadelphia Company Managers Strong- 
ly Incline to the Young 
Official 





Philadelphia, Oct. 28—Among com- 
pany executives in this city the name of 
Louis Weiderhold, secretary of the Un- 
derwriters Association of the Middle 
Department, is frequently mentioned 
as One who would admirably fill the 
secretaryship of the Eastern Union, pro- 
viding he could be induced to leave 
his present comfortable berth to accept 
the more trying one in New York city. 

Mr. Weiderhold was in the field as 
Western Pennsylvania special agent 
for the German American of New York, 
when his associates in the Underwrit- 
ers’ Association elected him to the 
secretaryship of that organization some 
years ago in succession to Ed. Creigh- 
ton resigned to go into the local agency 
field. During his term of office Mr. 
Weiderhold has proven a model execu- 
tive; alert to the needs of the under- 
writers, and the assured, dealing 
fairly with each and displaying diplo- 
matic qualities of superior grade. His 
successful administration of the Middle 
Department association’s affairs justifies 
the belief on the part of company ex- 
ecutives here that if Mr. Weiderhold 
could be induced to go with the East- 
ern Union that organization might con- 
sider itself fortunate indeed. 

As Mr. Weiderhold has not yet been 
sounded in the matter it is unknown 
how the suggestion of leaving Phila- 
delphia would strike him. 





DUTTON’S RED CARD 
Percy B. Dutton, New York State 
manager of the Teutonia of Pennsy!- 
vania, has mailed to each of his agents 
a long red card, reading: 
Think 
How You Can Secure a Nice Risk 
To-day for the “Old Teutonia.” 





New Agency for Hull 
C. P. Hull has been ayypointed metro- 
politan agent for the Mutual Fire of 
Albany. 





FIRE ASSOCIATION 


Organized 1817 Incorporated 1820 
Cash Capital $750,000 
E. C. IRWIN, President ? 


Office: Company’s Building, 407-409 Walnut St. 


Assets $9,091,141 
. H, CONDERMAN, Vice-President 
M. G. GARRIGUES, Sec. and Treas. 
R. N. KELLY, Jr., Asst. Sec. and Treas. 


OF 
PHILADELPHIA F 






Charter Perpetual 


1817 








HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW YORK STATE DEPARTMENT 








PERCY B. DUTTON, Manager, Rochester, N. Y. 








ASSETS. 


Mortgage Loans 
Bonds (Market Value).......... 
Cash in Banks and Office......... 
Agents Balances 





Real Estate (Equity)............. 


Interest and Rents due and accrued 
Pee GN IN 6. 66-0 5 ob we evne 2 


First National Fire Insurance Company 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 


As shown by an examination made by the Insurance Departmen _ of the District of Columbia 


| LIABILITIES. 

+++ $254,500.00 | Outstanding Fire Losses.......... deates $32,869.54 
biased 246,850.00 | Unearned Premium Reserve............ 203,091.15 
esis 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
vintmers 89,182.43 | All other Liabilities.................. 5,311.09 
Tthate 64,650.96 | Capital Full Paid.................... 848,527.50 
<a ea aeyeee.ae | Canttal Past Paid... ...cccccccceveces 37,560.00 
ee SN te 550s Gee's baie cg deeas da cnasneae Ga 
ous $1,556,808.57 pe ee eee 


Surplus to Policyholders, $1,310,328.36 
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BROKERS ACTIVITIES 





OF NO VALUE TO THE PUBLIC 





THE EXPOSING RISK SCHEDULES 





Views of Fire Brokers’ Association of 
‘New York Given to Insurance 
Department 





At the meeting last week of the Fire 
Brokers’ Association of New York, a 
committee was appointed to formulate a 
reply to the New York Insurance Depart- 
ment’s letter (printed in The Eastern 
Underwriter last week) on the subject 
of the 'N. Y. Fire Insurance Exchange 
furnishing to property owners detailed 
schedules of exposing risks. John A. 
Eckert was made chairman of the com- 
mittee, other members being R. C. 
Rathbone, II., and R. Henry Depew. 

Committee’s Report 

The committee sent the following 
letter to the Department, telling why 
the brokers object to the furnishing of 
this information: 

“Frequently a given building imposes 
an exposure charge on five or six sur- 
rounding buildings, each having many 
tenants, possibly averaging twelve 
apiece. Therefore if six buildings, with 
twelve tenants each, were to require a 
schedule of the exposing building for 
each tenant it would result in the issu- 
ance of seventy-two schedules to accom- 
plish the result referred to in your 
letter. With this condition multiplied 
all over the city, it is easy to imagine 
what a chaotic condition would result. 


“To receive any advantage from the 
issuance of these schedules an inspec- 
tion of the exposing risk would have 
to be made which would mean that 
seventy-two brokers, representing the 
seventy-two tenants, above referred to, 
would have to go through the premises 
of the exposing risk for the purpose of 
checking up the schedule. This would 
result in much annoyance and incon- 
venience to the tenant or tenants of 
the exposing building. 

Would Divulge Business Secrets 

“A further serious objection lies in 
the fact that the rate schedules, which 
necessarily are made up in much detail, 
contain important information in re- 
gard to the nature and conduct of an 
owner’s business; they disclose in 
many cases the materials and pro- 
cesses used by him and the number 
of employes and other confidential in- 
formation which should rest between 
the owner, the Exchange, and the in- 
surance broker selected by the owner. 
This would result in enabling a mer- 
chant or manufacturer to obtain in- 
formation in connection with the busi- 
hess of his competitor to the serious 
disadvantage of such competitor. 


“Your letter states that such an order, 
issued by your department might pos- 
sibly result in the removal of improper 
hazardous conditions in the exposing 
risks. In this connection we beg to 
state that a very small percentage of 
the exposure charges emanate from im- 
proper hazardous conditions, as expos- 
ure charges are based upon the rate of 
the exposing building as compared with 
the rate of the exposed building, and 
these rates are usually the result of 
ordinary conditions, such as classifica- 
tion of the business carried on, type 
of construction, height, area, fire 
appliances, etc. 

“Under existing conditions self inter- 
est has caused practically every owner 
or tenant to have his own rate checked 
up by a competent broker to see if the 
lowest possible terms have been 
reached, and competition enables the 
owner to avail himself of the services 
of any one of mahy competent first 
class brokers to do this work for him, 
but we believe he should have the right 





of selection as to who should have the 
responsibility of dealing with his sched- 
ule and that such responsibility should 
be centered in one broker, who is ac- 
countable to his customer, and not 
divided among many. 

“Such information as it is proper for 
the general public to have in regard to 
an exposing risk is already available 
from the maps, rate cards, New York 
Board surveys, and records of the 
various city departments. It is to be 
hoped that your department will not 
issue the order.” 





Brokers at Night School 


The unique spectacle of some of the 
best-known New York brokers attending 
night school can be seen two evenings 
a week at the old offices of the Cas- 
ualty Company of America, 123 Wil- 
liam street. The school, which was 
organized by Harrison Law, outgrew 
the rooms of the Fire Brokers Associa- 
tion of New York and was compelled 
to get larger quarters, so keen is the 
interest being taken in compensation 
matters. The lecturer is Carl M. 
Hansen, of the Workmen’s Compensa- 
tion Service Bureau. 


The first speaker at the school was 
Professor Whitney, of the Bureau, who 
made a few happy remarks. Mr. Han- 
sen will explain the workings of the 
analytical schedule and merit rating. 
Among some of the brokers attending 
the class, now consisting of eighty 
pupils, are A. C. Hegeman, J. C. Ammer- 
muller, Charles L. Bussing, S. A. 
Coykendall, M. J. Cremmons, N. L. 
Herrick, G. W. Glaentzer, Frederick L. 
Green, A. P. Kirkland, Walter Kobbe, 
George P. Nichols, Stephen Peabody, 
D. D. S. Polhemus, David Roberts, 
Warner J. Roberts, J. B. Salinger, 
Alexander M. Silvey, S. D. Stevens, 
James Terry, I. A. Wallace, H. Walther, 
Robert I. Watson, George W. Will, H. 
W. Wilson, Harry P. Wood. The class 
meets evenings Monday and Thursday. 

- - ad 


Premium of $12,500 Refused 

Now that the scramble for compensa- 
tion volume has abated somewhat, 
many brokers are turning their atten- 
tion to war risks because of the large 
values and ‘high rates involved, making 
good premium pick-ups. One of the 
most interesting stories regarding risks 
of this type is told by R. Henry Depew, 
of Abm. S. See & Depew. An importer 
from the wholesale district up town 
came into his office and told him that 
he had been unable to learn anything 
about a shipment that had been con- 
signed to him, just as the war was 
starting. The value of the shipment was 
$25,000, and the importer laid a check 
for $12,500 on Mr. Depew’s desk, say- 
ing that he would be willing to pay a 
rate of 50 per cent. A representative 
of the office went about the street, but 
was unable to place the line. Later, 
it developed that the shipment had 
been sent to a warehouse in Bremer- 
haven, and this week it arrived safely 
in New York. 

o = . 
The Oldest Brokerage House 

Several brokers were discussing the 
other day old-established brokerage 
firms of New York city. It was pointed 
out that Abm. S. See & Depew are the 
oldest exclusively brokerage concern, 
having been established in 1857. It is 
reported that there are some concerns 
that may be older, but they were agents 
as well as brokers. The late A. S. See 
had a wide acquaintance among im- 
porters and merchants before the Civil 
War, and, as a broker, he was able to 
control their insurance. Some of these 
accounts have remained until the pres- 
ent day with this firm, which continues 
to specialize in dry goods and manufac- 
turing lines. The firm also controls the 
Walter Walton Co., which specializes 
in lumber lines. 


Henry Depew, who is president of 
Abm. S. See & Depew, was a grand- 















Capital Stock - - 
Liabilities . 


Net Surplus - ° 
Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


P. L. HOADLEY, President 


- $1,000,000.00 
5,452,043.92 

Sd 300,000.00 

. 3,252,859.29 
- $10,004,903.21 


Cc. W. Bailey, V. Pres’t. 
A. C. Cyphers, Treas. 


























POLICIES COVERED BLANKET 


DECISION BY OKLAHOMA COURT 








Suit Involving Loss of $48,000 Won by 
Assured—Six Companies 
Interested 





Upon appeal to the Supreme Court 
of Oklahoma the verdict previously se- 
cured in the trial court by the Moose 
Mill and Gin Company of Mangum, 
against a number of fire insurance com- 
panies was fully sustained. 

The case has been in litigation for 
seven years, the initial action having 
been instituted in November, 1907, 
the defendant corporation, being the 
Palatine, Commercial Union, German 
American, National and the Scottish 
Union and National. Each office is- 
sued a policy for $5,000 covering the 


assured “on then unginned cotton 
while contained in six frame ware- 
houses.” 


“The claim of the owner was, that 
at the time of the loss on April 22, 
1907, the insured property was of the 
value of $52,000, but there was some 
salvage, and so it was claimed that 
the total loss was $48,000. In addi- 
tion to the five policies outlined, the 
Virginia State Insurance Company had 
three poilcies on the property, one for 
$1,500, one for $750 and one for $250. 

“One of the grounds of the appeal 
from the district court of Greer 
county, where the judgment was 
against the companies, was that the 
court had erred in overruling the ob- 
jection of the lawyers for the insur- 
ance companies as to the admissabil- 
ity of certain evidence. The supreme 
court quotes parts of the policies as 
to the objection and says that they 
were specific policies, placing insur- 
ance of $5,000 on the unginned cotton 
of the insured, while contained in six 
frame warehouses, and the supreme 
court says that the cotton in the dif- 
ferent warehouses, was taken as one 
item. Had the policies distributed the 
$5,000 among the different warehouses, 
the court says there might have been 
merit in the contention of the lawyers 
for the companies. But, this the poli- 
cies did not do, the court says, and 
the form of the policies being such that 
this might have been done had the 
insurer chosen so to write it, is clear, 
the court says, that the provision re- 
lied on was only intended to apply 
to the policy when so written. The 
court then cites from authorities as 
to the distinction between a blanket 
and a specific policy. 

“After citing from some of the opin- 
ions of courts in different jurisdictions, 
the Oklahoma supreme court says 
that it is of the opinion that the five 
policies involved were blanket and not 
specific policies and that the Greer 
county court did not err in admitting 
the evidence which was objected to. 
On the trial in the court of original 
jurisdiction the five companies filed a 
general denial, and then denied the 


son of A. S. Depew. He became a mem- 


ber of the firm in 1887, seventeen 
months after going to work for it. 
Walter H. Roll is secretary; and 
Henry E. Wood is treasurer. 





ee Fire Insur- 
ance man wants position 
in Western 


as Special Agent 


Pennsylvania Field. 
Write aie Ss. " 
care The Eastern Underwriter 
105 William St., N. Y. 











value and extent of the owner’s loss 
as he alleged, and after alleging that 
the owner had violated the promissory 
warranty contained in the policies. 
“This second contention involved a 
demurrer to the evidence whith the 
court on the trial had overruled. The 
companies in the supreme court in- 
sisted that the court should have sus- 
tained the demurrer because the evi- 
dence disclosed that the owner of the 
cotton had violated the ‘book war 
ranty’ clause. The supreme court says 
that this is not so, because it says the 
record shows there is no dispute as 
to the facts. Considering the entire 
record the court says it shows that 
on December 20, 1906, the insured was 
the owner of a cotton gin and that on 
that day he began to buy cotton and 
continued to do so until the day of 
the loss by fire, and from December 
20, 1906, to the time of the fire he 
bought coton and that during the 
dates mentioned he built five addi- 
tional warehouses, each being about 
ten feet from the other and near the 
original warehouse. In the court in 
Greer county the supreme court says 
the cases were tried on the theory 
that the insured was required to show 
the amount of boll cotton that went 
into and was taken from these ware 


houses from December 20, 1906, the 
day that the first boll cotton was 
bought. 


“It is apparent, the court says that 
this book warranty clause was not re- 
trospective in its nature and that the 
books of faithful record required 
thereby to be kept was not intended 
to cover transactions prior to the date 
of the execution of the policies. In 
other words, says the court, it required 
that the insured keep the book referred 
to beginning with that date, and show 
thereby a ‘faithful record of all cotton 
put into or taken from’ these ware- 
houses, beginning with the dates of the 
policies. 

“The court of original jurisdiction 
entered judgment that each of the five 
companies was liable for the full 
amount of the policy it carried. The 
supreme court, in this conclusion says 
that it finds no reversible error, and 
affirms the judgment of the district 
court. 


APPOINT AGENT AT HAZLETON, PA. 

A desirable accession to the strong 
list of companies already represented 
by Henry Dryfoos, of Hazleton, Pa., 
is the Williamsburg City, the agency 
of which was given him some days 
ago. 
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WHY AUTO CLAIM MEN ORGANIZED 


Will Keep Tab on Crooks, Watch Grafting Repair Shops and 
Exchange Information 








The exclusive announcement in The- 


Eastern Underwriter last week that 
managers of the automobile claim de- 
partments of the insurance companies 
had formed an association at a meet- 
ing held in the offices of the Globe 
Indemnity Company caused consider- 
able interest on the street where the 
belief was expressed that such as as- 
sociation is an absolute necessity in 
order to keep pace with the phenomenal 
growth of the automobile business and 
the increase in insurance indemnity to 
cover this expansion. 

It is the feeling of many claim man- 
agers about the city’ that part of the 
reason for the high loss ratio is due 
to a failure of companies’ loss depart- 
ments to co-operate in weeding from 
the books of the companies risks that 
experience nas shown are prolific of 
loss; in keeping an eye on crooks who 
defraud one company after another 
without being discovered or apprehend- 
ed, in not putting a stop to the mulcting 
of automobile owners by dishonest re- 
pair shops; and in stopping irregulari- 
ties of many kinds which could be pre- 
vented by co-operation. Such co-opera- 
tion is now to be had in the automobile 
end. Some of the active spirits in the 
new association believe that co-opera- 
tion in claims will cut down the loss 
ratio at least 10 per cent. 

The Charter Members 

The new organization has _ been 
named the Automobile Insurance Claim 
Managers Association. No one will be 
admitted to membership who has not 
a reputation on the street for ability 
and character. All of the charter mem- 
bers have had a long experience in 
the automobile end of the insurance 
business. In addition, they are expert 
mechanics, while some of them have 
been admitted to the bar. W. E. 
Ramey, of the Globe Indemnity Com- 
pany, is president of the new associa- 
tion; H. V. Webb, of the General Acci- 
dent is first vice-president; A. E. White, 
of the Royal Indemnity, is second vice 
president. C. C. Perry, of the Trav- 
elers, is secretary. Other charter mem- 
bers are F. A. Grasmuck, of the Queen; 
A. S. Ashmead, of the London Guar- 
antee and Accident; George J. Stone, 
of the Fidelity & Deposit; and H. W. 
Haaker, of the Ocean. Other claim 
managers of good standing, including 
the claim managers of the fire insur- 
ance companies, will be invited to join. 
Meetings for the present will be held 
every week. 

Objects of the Association 

One of the first objects of the As- 
sociation will be to bring about a clos- 
er personal relationship among the 
members. The claim men have felt for 
some time that they should know each 
other better; that they should hold 
frequent meetings where they can ex- 
change notes. In many cases the under- 
writers are dependent upon the claim 
managers for information that can be 
better given with a combined experi- 
ence rather than from the experience 
of any one man or any one company. 

To Issue List of Bad Risks 

The association will issue for the 
benefit of the companies a careful list 
of bad risks. When one stops to con- 
sider the magnitude of the automobile 
business and the number of crooks who 
have been preying on the companies 
it is rather remarkable that such a list 
has not been available before, furnished 
by the companies to each other. Cases 
have come to light repeatedly where 
one Man or a group of men have burned 
cars or wrecked them, insuring with 
various companies, and not going to 
other companies for indemnity until 
cuspicion was aroused among old in- 
surers. Even in those cases they have 
had no trouble in getting insurance. 





The companies in future will be able 
to protect each other against these men. 
The work of automobile thieves has 
been pretty thoroughly exploited in the 
daily papers, and in future instead ot 
doing individual detective work, com- 
panies will be able to work in conjunc- 
tion in more effectively stopping this 
form of theft. At the present time the 
most notorious automobile thief in the 
city is walking the streets, having re- 
cently been released from jail. 

To Watch Repair Places 

Another way in which the new asso- 
ciation will save money for the com- 
panies is by keeping tab on unfair auto- 
mobile repair concerns. Every owner 
of a car knows that he is at the mercy 
of a repairer, but there are some re- 
pair establishments whose charges are 
so exorbitant and whose methods are 
so crooked that they can be watched 
and the assured told not to go near 
them. One repair shop in town will 
keep a car for months, sending in a 
bill for mythical repairs amounting to 
$150 or $200, when the damage done 
may be only to a steering worm which 
can be replaced for a few dollars. 

Recently, a case came to light of a 
taxi-cab company which had had cars 
repaired at a cost to the companies of 
$25 a car more than should have been 
the case. The frequency of this charge 
aroused suspicions and after investiga- 
tion the company struck off the excess 
charges going back over a period of 
several months. 

Everybody knows, too, how some re- 
pair shops insist that “something is 
the matter with the motor” when the 
fault is with another part of the car, 
and a large bill for regulating the 
motor is sent in. 

In this connection the new associa- 
tion will also keep an eye on the care- 
less chauffeurs who cause so many 
needless accidents and they will not 
find it so easy to get jobs in the future. 
It has been found, for instance, that 
the loss ratios on trucks are way above 
what they should be, the principal 
reason being the carelessness of the 
drivers with regard to adjusting brakes. 
Dishonest and Incompetent Investiga- 

tors 

Getting nearer home the new asso- 
ciation will strive to prevent disonest 
investigators from circulating among 
the various companies. As a rule, 
proper investigation by the companies 
of the past experience and the morale 
of investigators has not been made. 
If an investigator is “playing in with” 
a dishonest claimant it can be seen 
how much harm is being done. Then, 
too, there is no reason why an investi- 
gator who has been dismissed for dis- 
honesty or incompetence by one com- 
pany should be able without trouble 
to get a position with another com- 
pany. Such has been the case in the 
past. 

Keeping in Touch With Auto World 

New phases of the automobile world 
of interest to insurance companies 
will also be considered. The compan 
ies depend upon the claim men to keep 
in touch with every new development 
in the automobile business, watching 
the new models as they come out, re- 
porting on those which seem extra 
hazardous, and other points. It is here 
that the exchange of notes will be es- 
pecially valuable. The adjudication of 
disputed automobile claims among the 
several insurance companies is also an 
important work for the new association. 

In fact, all matters which will tend 
to reduce the loss ratio on automo- 
bile claims will be the function of the 
new association and that it will do 
good work and become a large and 
influential organization there does not 
seem any reason to doubt, 
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HOME’S EXPERIENCE 
ON PUBLIC SCHOOLS 





(Continued from page 1.) 

rates are found to run from 26 cents 
to 74 cents, computed on an annual 
basis. In these same States the 1oss 
ratio varies from 8 per cent. to 236 
per cent. This indicates the unrelia- 
bility of deductions from the experi- 
ence of one company alone, even where 
the volume of premiums is reasonably 
large. 

Thirty-five per cent. of the total pre- 
mium was on frame _ unprotected 
schools, 35 per cent. on brick protect- 
ed, 20 per cent. on brick unprotected, 
and only 8 per cent. on frame protect- 
ed schools. In the East, 76 per cent. 
is protected, 24 per cent. unprotected 
In the West, proportions are reversed, 
and it is found that 70 per cent. of the 
premiums written are on unprotected 
and only 30 per cent. on protected 
schools. 

A Bad Heating and Ventilating System 

In the Middle West in the eighties, 
a certain heating and ventilating system 
was installed in many hundred in- 
stances. It 1s understood that the loss 
ratio on school houses in the last 
twenty years on such risks, has been 
enormous. Comparatively few of these 
systems were installed and still fewer 
are now in use in the Eastern States. 
Those of this type now being put in 
are so much improved in point of fire 
hazard that no particular criticism fol- 
lows examination. 

In no class of risk is good construc- 
tion of heating and ventilating devices 
of more importance. Poor design and 
defective workmanship once built in 
and covered up, are seldom discover- 
able. This relates particularly to 
brick and sheet iron flues and hot air 
ducts, their proximity to woodwork 
and the opening of joints due to set- 
tling. 

In the smaller towns where no sewer- 
age system exists, the burning out of 
dry closets is a distinct menace to the 
safety of the school, but it is hopeful 
to note that the requirements of 
State Departments of Education and 
Boards of Health are effective in the 
gradual removal of such makeshifts. 

Careless Janitors 

The lack of care, on the part of 
janitors, of waste paper and the bag- 
ging of this material, with an occa- 
sional match or cigarette stub carried 
by a boy, has produced many an un- 
ascertained loss. 

Since the introduction of electricity, 
artificial ventilation has been provided 
by the use of enormous blowers run 
by electric motors. Janitors have not 
been especially trained in the hand- 
ling of electrical devices or safeguard- 
ing oily rags. The electrical hazard 
from this source and from defective 
wiring on lighting circuits, is undoubt- 
edly responsible for some of the in- 
crease in schoo] house losses. 

Manual Training adds its new haz- 
ards principally those of carpentry and 
joinery, shavings, heated glue pots and 


the like. Laboratory practice by large 
bodies of students and the prasence of 
a great variety of chemicals, are other 
features of the mild but complex spe- 
cial hazards presented by the modern 
city school. 

Rates are relatively much lower, con- 
sidering hazards on large brick schools, 
than on small frame schools. In fact, 
from the little stove-heated district 
school in the country to the complex 
hazards of the large brick school in 
the city, there is a progression in risk 
but a steady retrogression in rate. 
Even without statistics this should 
have told its story to the trained under- 
writer ere now. 

Schedu%e Rating for Schools 

The day of schedule rating for schoo! 
houses has arrived. Already in the 
State of New Jersey, Expert Atlee 
Brown has undertaken the prope~ 
Method of estimating school house 
hazards. Regardless of the attitude ot 
influential Boards of Education, tte 
Potency of city governments and 
politicians, and the mistaken attitude 
of local agents, school houses should 
be rigidly inspected and _ rigorously 
rated upon their individual merits and 
demerits as measured by a schedule 
which has been checked up and proven 
to produce on the average, rates which 
will result in a loss ratio not over 
55 per cent. State lines in many cases 
will have to be disregarded and espe- 
cially the absurd claims of municipali- 
ties to rating on their individual ex- 
perience only.” 





HARTFORD INSURANCE 


Interesting facts about Hartford fire 
insurance companies are printed in the 
edition of the Hartford Courant, cele- 
brating the one hundred and fiftieth 
year of its establishment, just issued. 

The Hartford Fire Insurance Com- 
Pany was formed in 1810. The first 
policy was issued to a builder for $4,000 
at a rate of 12% cents for three months 
The first agents which it appointed 
were in Canada and Auburn, N. Y., and 
Haverhill, Mass., and Cleveland, O. 

The Aetna was started in 1819. 
Isaac Perkins, the first secretary, had 
a salary of $225 a year, which was 
later raised to $900 a year. 

. The Company’s first policy was for 
$6,000. 

The Security of New Haven was 
chartered in 1841. 

In 1850 the Connecticut Fire was 
started. In the Chicago fire its losses 
exceeded its assets. 

The Phoenix owed its formation to 
the fact that a bookkeeper in a life 
insurance office was told that he could 
not be given a promotion because the 
company needed him in the position 
he was then holding. This bookkeeper, 
Henry Kellogg, thereupon secured a 
charter for a company, which became 
the Phoenix. 

The National was started in 1869. 

The Orient began in 1871, taking the 
place of the City Fire Insuranve Com- 
pany, wrecked in the Chicago fire, 
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DEVELOP NEW BUSINESS 





John T. Stone, President of the Mary- 
land Casualty, Gives Views on 
Present Crisis 





John T. Stone, president of the Mary- 
land Casualty Company, after discuss- 
ing the effect of the European War, 
gives this advice to agents of the Com- 
pany: 

“My experience of forty years in busi- 
ness has taught me many lessons, and 
by no means the least important is 
that the man who is worth while is the 
one who is able to meet, adaptably and 
unterrified, strange and threatening 
circumstances and to carve out of them 
definite success. Some of the industries 
of your district will shut down or have 
already done so, and others will be run- 
ning on slack schedules or part time. 
It is a poor excuse for diminished pre 
mium volume to plead such incidents. 
Why so? Because there are other indus- 
tries in the same district which are 
starting up, or running double time; 
and there are classes of insurance to 
which you have never given sufficient 
effort to develop them. If some of your 
heretofore best lines are now disap- 
pointing you, use the time and energy 
thus released in doing good work for 
those undeveloped branches. 


“The agent who gets a tighter grip 
on himself and on his constituency, who 
increases his clientele by securing one 
or more new risks for every one lost, 
in times like these, will never have 
occasion to make special exertions when 
normal times return. He will then en- 
joy the easy fruit of his labor against 
the current. Maryland Casualty men 
have as a class always proven them- 
selves equal to emergencies and to un- 
usual demands. 

“I am confidently depending upon you 
t> prove during these last months of 
1914 by a material increase of business 
that you can successfully meet this test 
that is facing you now.” 





APPOINT D. I. PRESTON 
Demorest I. Preston has been 
appointed manager of the Eastern de- 


partment of the North American 
Accident Insurance Company. Mr. 
Preston, who is a young, aggres- 


sive insurance man, was formerly in 
i City, with the T. A. McLean 
office. 


WOULD REDUCE BONDS 





Hold Securities Exacted of Erie County, 
N. Y., Officials Are Unneces- 
sarily High 





In the opinion of several of the super- 
visors of Erie County, N. Y., the surety 
bonds demanded from certain officials 
of the county are unnecessarily high. 
A rearrangement of the present sched- 
ule is suggested upon the following 
lines: 


County treasurer, $200,000; keeper of 
almshouse, $5,000; keeper of the peni- 
tentiary, $10,000; clerk of the super- 
visors, $5,000; district attorney, $5,000; 
two medical examiners, $2,500 each; 
superintendent of the poor, $5,000; com- 
missioner of charities and corrections, 
$5,000; county clerk, $10,000, county 
auditor, $10,000. The county clerk 
formerly was obliged to give a bond 
of $15,000. There were small reductions 
in various other instances, as for in- 
stance in the case of the medical ex- 
aminers who were required under the 
old system to bond themselves for 
$5,000 each. 


The handling of money, whether pay 
rolls, fees or fines, was taken as the 
basis for the fixing of the bonds. Un- 
der a new State law the county is re- 
quired to pay the premiums on the 
bonds. The big reduction made in the 
county treasurer’s office where most of 
the clerks were bonded at from $10,000 
to $30,000, will save money for the 
county, it is claimed. 





BROKERS AND RATING BOARD 





Service for $25 a Year Includes Bulle- 
tins, Forms and Inspection 
Reports 





In view of the opposition of a fac- 
tion of the Fire Brokers Association 
of New York to subscribing for Com- 
pensation Inspection Rating Board ser- 
vice (as noted in The Eastern Under- 
writer last week) the following action 
taken by the board at its meeting on 
October 23 is of interest: 


1. That the board will extend its in- 
spection service so as to make detailed 
inspections upon request of insurance 
carriers, for the purpose of identifying 
and localizing defects in manufacturing 
establishments for which the schedule 
provides charges. 


2. The board has also adopted a 
plan for giving service to brokers upon 
the basis of a subscription fee of $25 
per annum. The subscribing brokers 
will be entitled to receive the bulletins 
issued by the board, copies of rating 
forms (upon presentation of written 
authority from the assured) and copies 
of inspection reports upon the payment 
of a fee of $1 for each report. The 
fee will include counter service which 
will give the subscribing broker the 
privilege of detailed discussion of the 
points involved in the rating forms and 
inspection reports. 


3. The board has also decided to 
adopt a systern of card service by which 
all schedule rates promulgated by the 
board will be issued concurrently to all 
the subscribing members of the board. 





ENTERS ALABAMA 

The American Indemnity Company, of 
Galveston, Tex., has been licensed to 
do business in Alabama and the Burger- 
Kennedy Realty & Insurance Company 
of Birmingham, has been appointed 
general agents for that State. In 
Alabama the American Indemnity Com- 
pany will transact all lines of insurance 
which it writes, except employers’ lia- 
bility and automobile liability, but it is 
probable that it will later add these 
lines. 








New York Compensation Rulings 
Made with Machine-Gun Rapidity 


Commission Working Day and Night Disposing of as Many as 
2,300 Cases in One Week-—-Dozens of 
New Decisions Daily 








Representatives of the casualty com- 
panies, assigned to hearings of the 
Workmen’s Compensation Commission 
in the Metropolitan Life tower, are not 
seeing much of their families these 
days. The commission has been in 
session morning and night for some 
days. It is not unusual for it to be 
there until 10 o’clock or later. No public 
body of judges ever transacted busi- 
ness with the speed of the present com- 
mission, as can be understood when it 
is known that last week more than 2,- 
300 claims were on the calendar and 
were disposed of, many injured work- 
men giving testimony. 

Casualty Company Representatives 

The representatives of the casualty 
companies sit together on one side of 
the room and wait until their claims 
are reached. Sometimes it is an all 
day session of tedious waiting. 

Among some of the representatives 
of casualty companies who are spend- 
ing most of their time at the hearings 
are Howard Dilge, Massachusetts Bond- 
ing and Insurance; Al. Hearn, Globe 
Indemnity; T. F. Bigwood, Casualty 
Company of America; D. E. Christman, 
Zurich; C. E. Wharton, United States 
Casualty; T. C. Jones, Aetna; William 
F. Tufts, Employers Liability; G. H. 
Whiteman, General; Louis Shoostoff, 
Fidelity & Casualty; and B. A. H. 
Smith, London Guarantee. 

Several newspapers have attempted 
to get the rulings of the commission 
and publish them, but one might as 
well try and count the drops of water 
in the ocean. There is a decision of 
some kind every ten minutes; some- 
times oftener. 

A Few Decisions 

During the half hour that the repre- 
sentative of The Eastern Underwriter 
was in the commission room at least 
four different decisions were made. 

The captain of a lighter, owned by a 
New York corporation was injured 
while the boat was nearing the Jersey 
shore. The representative of the cas- 
ualty company contended that this did 
not come under New York compensa- 
tion. John Mitchel and other members 
of the commission ruled that it did, Mr. 
Mitchel saying that a New York boat 
was New York territory, no matter 
where the boat was at the time of the 
accident. 

“But we do not want to pay under 
both the New Jersey and the New York 
laws,” said the casualty representative. 
“Anyway, what is your authority? Do 
you mean to say that if a man were 
injured on a boat at the Jersey shore 
the New York police would come and 
make the arrest?” 

“That’s different,” said the commis- 


sion. “The police law and the interstate 
and national laws do not have to be 
in accord, you know.” 

Doctor Bills 

In another case the question arose as 
to whether a man selling automobiles 
on commission came under the law. He 
does, the commission ruled. 

Two pretty girls seated in the back 
of the room were called because the 
hour was getting late. One of them 
said that she had been asked by the 
superintendent of the plant where she 
had been injured to pay the doctor’s 


bill. 

“Well, don’t you do it,” said Mr. 
Mitchell and Dr. Darlington simul- 
taneously. “You send that doctor’s 


bill to the owner of the plant and if he 
says anything to you or refuses to pay 
it you just come to us.” 

Some of the casualty companies say 
that Commissioner Mitchell is unusually 
liberal in his rulings on the side of the 
workmen. His attitude and that of 
everybody at the commission, including 
the special officer and clerks, is one of 
extreme courtesy. Every witness is 
given the closest attention and is made 
to feel that the commission is delighted 
that the witness is present. Certainly, 
the commission will make no enemies 
among workmen injured under the act 
and later appearing before this interest- 
ing body. 


GAUGING THE HAZARD 
Maryland Industrial Accident Commis- 
sion to Classify Dangerous 
Occupations 





So great was the confusion existing 
among the labor employers of Maryland 
regarding the terms of the workmen's 
compensation law, which becomes 


operative on the first inst., that the 
State Industrial Accident Commission 
was compelled to issue an explanatory 
statement. 


Section 32 of the law recites 42 dif- 
ferent classes of employment which 
are deemed extra hazardous. In addi 
tion the provisions of the act apply to 
“all extra hazardous employments not 
specifically enumeratea therein.” 

Fearful of unintentionally violating 
the statute manufacturers whose busi 
nesses were not mentioned specifically 


asked for information. The Commis 
sion finally decided to issue supplemen- 
tal lists of hazardous occupations from 


time to time. 

PITTSBURGH BURGLARY OFFICE 
The National Surety Company is 
opening a burglary department in 
Pittsburgh. 
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INSURANCE BUILDING’S VALUE 





Court Makes Interesting Ruling When 
Question of Taxation Comes 
Up for Review 





Determining in a small city the 
value of a building erected for an in- 
surance company’s “home office,” and 
used as such, is not an easy matter. 
The assessor for the municipality has 
one view, the real estate man a second; 
the company itself a third. Here 1s 
a paragraph from an up-State court de- 
cision regarding the building of a New 
York State fire insurance company, the 
etructure being modern in every re- 
spect, and costing the company nearly 
$500,000 to build. 

“There is no other building in the 
city that can be directly compared with 
it. There is no other enterprise con- 
ducted by a corporation or by indt- 
viduals which could reasonably be ex- 
pected to desire such a building. The 
building can hardly be said to have a 
market value, no other property like 
it having been bought and sold in the 
city and there being no other property 
like it. It is a property suited to the 
use of the insurance company, so far 
as its first floor is concerned, and to 
an office building for renting as to the 
other floors. So far as use by any 
business enterprise in this city is con- 
sidered, should this property be sold 
no purchaser would be found, except 
one who would buy it for the purpose 
of renting it, so that the earning power 
of the building must be considered as 
the chief element in determining the 
full value of the property.” 





REMEMBERING BANK CREDITORS 

Although not directly concerned 
surety men are watching with interest 
the progress made by the New York 
Banking Department in liquidating the 
affairs of several loan and savings in- 
stitutions which passed under its 
charge sometime ago. None of the in- 
stitutions was a State or city depository 
hence the surety companies were not 
out because of their collapse. The 
little Peoples Surety Company of 
Brooklyn lost considerable through the 
failure of the Union Bank of that city, 
and its creditors are patiently waiting 
for a dividend. 





WAR ACCIDENT POLICY 


The London Guarantee’s home office 
is issuing a special accident policy for 
territorials in the army. They are 
covered for one year. Rates are as 
follows: 

Annual premiums, foot riflemen, £1; 
cyclists, mounted men, artillery and 
engineers, £1 10s. Benefits: In the 
event of death, loss of two limbs or 
two eyes, £100; loss of one limb or 
one eye, £50; temporary total disable- 
ment, £1 per week up to 26 weeks. 
Larger amounts can be insured at pro- 
portionate premiums. 


$200,000 ADDITIONAL INCOME 

The Interstate Life and Accident 
purchased from the Standard Life In- 
surance Company of Atlanta, Georgia, 
its weekly premium business in Ten- 
nessee, and on September first it re- 
insured both the monthly and weekly 
accident and health business of the 
Southern Insurance Company of Nash- 
ville, Tenn., toth deals being decided- 
ly advantageous to the Interstate. 
With the additional income thus se- 
cured our premium income for 1915 
will be approximately $200,000. 





A BELATED MEETING 

A meeting of the Casualty Under- 
writers Association of New Jersey was 
held on Wednesday at which time Louis 
Lippman, delegate to the White Sulphur 
Springs convention of the National As- 
sociation of Casualty and Surety Agents, 
told what was done at the convention. 
Why all the delay in holding this meet- 
ing? This association should get a 


little more ginger into it. 





GEORGIA GENERAL AGENTS 

As sucessors to Hughes and Yates, 
the Fidelity & Deposit Company of 
Baltimore, has appointed Wesley, 
Johnston and Willingham of Atlanta, 
general agents for its casualty lines in 
Georgia. The new appointees are men 
of vigor, experience and resource, and 
the connection should prove a mutually 
profitable one. 





WHARTON WITH U. S. CASUALTY 

Charles E. Wharton, who has had a 
great deal of experience as claim 
manager for casualty companies, and 
who is a valuable man in this line, is 
now with the United States Casualty 
Company, where he is specializing in 
compensation claims. 





Goulden & Koch, general agent of the 
accident and health departments of the 
Connecticut General Life have 
thoroughly renovated their suite of 
offices at 220 Broadway. The quarters 
have been entirely rearranged and 
plate glass partitions have been install- 
ed to shut off the various private 
offices. As a result the lighting is per- 
fect and the general appearance very 
attractive. 

The accident and health insurance 
department of the Connecticut General 
in New York has grown very rapidly 
under the personal direction of P. 
Walter Koch, the junior member of the 
firm, who first took up this work about 
three years ago. The business has 
grown rapidly and while two clerks 
could formerly look after this end of 
the work, it now takes nine. Mr. 
Koch was in the casualty business for 
several years, before deciding to 
specialize in accident and health insur- 
ance and his general knowledge of the 
casualty business and his wide acquain- 
tanceship with brokers, have been par- 
ticularly valuable to him in building up 
a thriving accident business. 





James K. McGuire, the Syracuse in- 
surance agent and former Mayor of 
that city, is leading a movement to 
hold a State convention of delegates 
from Irish societies with the object of 
repudiating in the United States the 
leadership of John Redmond, whose 
policy controls most of the _ Irish- 
American organizations. Mr. McGuire 
visited Ireland some time since, and 
upon his return began busying himself 
getting up meetings opposing Mr. Red- 
mond. The latter is speaking in Ire- 
land and endeavoring to raise recruits 
for the British army. Mr. McGuire 





asks that no contributions be given 
Redmond. 
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The total number of claims received 
by the Workmen’s Compensation Com- 
mission since it began business is 
15,365. 
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DELIVERY NOT NECESSARY 





Contract Complete When Assured 
Orders Policy and Accepts 
Benefits Thereunder 





In view of the interest evinced in the 
article published by The Eastern Un- 
derwriter last week telling of the vic- 
tory of J. J. Driscoll, a Bayonne agent, 
against a building contractor, this 
paper asked Alexander Seclow, attorney 
for Mr. Driscoll for some more facts. 
He said: 

“The case was heard and decided by 
the Honorable Peter Stillwell, Judge 
of the Bayonne District Court, and 
there were two points involved: First; 
as to whether it was necessary to ac- 
tually deliver a policy of insurance to 
the insured in order to complete the 
contract of insurance. The second 
question was as to whether in the ab- 
sence of explicit directions to cancel 
the policy, the insurer could hold the 
insured for the full period named in 
the policy. 

“The court held as to the first point, 
that a contract of insurance is com- 
plete when the insured orders the poli- 
cy and accepts the benefits thereof, 
and that no delivery of the policy is 
necessary. As to the second point, the 
court held that the insured is bound 
to actually secure a cancellation of the 
policy if he desires to be relieved from 
paying for the full period named 
therein.” 





CONFER ON KENTUCKY LAWS 

The joint special committee of Ken- 
tucky business men and managing fire 
underwriters named some time ago to 
consider the insurance laws of Ken- 
tucky held its initial meeting in Louis- 
ville some days ago, outlining a plan 
for future work. 





At a meeting of the Syracuse Asso 
ciation of Credit Men Ralph G. Potter, 
secretary of the Underwriters Associa- 
tion of New York State, spoke. 





HOTEL FIRES 





One Hundred and Sixty-Two in First 
Ninety Days of This 
Year 





In the first ninety-two days of 1914 
there were 162 hotel fires. That means 
a hotel fire every thirteen hours and 
thirty minutes. The property loss 
amounted to four and a half million 
dollars. 

“Eighty per cent. of these fires oc- 
curred in commercial hotels, and it 
would therefore seem that some of 
the many traveling men’s associations 
should look into this matter and de- 
mand safety,” says the Grinnell Auto- 
matic Sprinkler Bulletin. 

“Five southern hotels are now an- 
nouning to their patrons by means ot 
cards in every room, that fire safety 
has been secured by a complete in- 
stallation of Grinnell automatic sprink- 
lers.” 





Brokers Sign Pledge 

Manager Henry E. Hess, of the Sub- 
urban Fire Insurance Exchange, reports 
with “great satisfaction” that, “with 
but one exception all the principa! 
brokers, who since the organization of 
this Exchange had refused to take out 
certificates, have now signed.” Mr. 
Hess further says: “The efforts of 
the Brokers Association are now being 
exerted to bring into line any of its 
raembers who are not certified by us.” 

This position of the brokers is in 
accord with their previously given 
pledge to do all in their power to up- 
hold the practices of the Suburban Fire 
Insurance Exchange if their rate of com- 
mission allowed was increased from 
ten to fifteen per cent. 





C. M. Stauffer and R. Van Wagenet 
have formed the Van Wagenen & 
Stauffer Agency in Reading, Pa. Mr. 
Stauffer was agency director for the 
Scranton Life. 
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[__ Special Talks With Local Agents 














Cc. S. Carey, man- 

Every Question ager of the indus- 

Requires trial department of 

An ‘Answer the General Acci- 

dent gives the fol- 

lowing suggestions regarding the writ- 
ing of applications: 

The underwriting department has un- 
doubtedly on many occasions called 
special attention to the exercise of care 
in the selection of risks and the com- 
pletion of applications. Laxity on the 
part of the agent in this respect not 
only increases the loss ratio, but 
causes dissatisfaction when claims are 
rejected. Bach and every question « 
tained in the application has its own 
significance and importance and should 
be carefully considered and clearly 
answered. When there is a prior his- 
tory of injury or disease, its exact na- 
ture should be ascertained and com- 
plete details transmitted to the h 
office as to date, severity, duration of 
disability, final result and specific in- 
fermation furnished as to whether any 
impairment exists. If this course is 
pursued, considerable correspondence 
on the part of the underwriting de 
partment will be avoided and also 
greatly lessen the probability of claim 
rejection. Many claims are rejected 
where applications are “made up” or 
copied from old records on account of 
the warranties being incorrect. 

* * ~ 


The question of State in- 


A View surance involves much 

of State more than mere competi- 

Insurance tion by the State with 
mutual or stock compa- 


nies on the one hand and protection for 
the insured on the other, says the In- 
terstate Life and Accident. It involves 
a radical departure from the funda- 
mental principles of American govern- 
ment as enunciated in the Constitution 
of the United States and as adhered to 
from generation to generation in all 
walks of life, religious, commercial and 


social. It involves the question of 
socialism. It involves the question of 
whether we are ready to substitute 


sccialism for Americanism. 

Before Americans are ready to pass 
intelligently upon this question they 
must first determine whether they are 
ready to ignore or abandon the whole 
principle of personal liberty in the pur- 
suit of happiness and in the race for 
business. Before any one should vote 
for State insurance he should be will- 
ing to vote for the State also to go 
into his particular line of business, bank- 
ing, merchandising, manufacturing, 
farming, shoemaking, printing, hotel or 
newspaper business, ad infinitum. If 
the State have the right to compete 
with its citizens who are engaged in one 
class of business it may with impunity 
compete with those engaged in any and 
every line of human endeavor. 

* * = 


“With the continu- 
ance of the Euro- 
pean War and the 
tightness of the 
money market, it 
is very evident that building opera- 
tions will be very largely curtailed,” 
says the National Surety Co. “It has 
been estimated that foreign countries 
have sent to the United States annually 
for investment the sum of $1,500,000,000 
and this has been used very iargely 
in the development of our natural re- 
sources, our railroads, our mining enter- 
prises and similar projects. With the 
cutting off of this fund and the sell- 
ing back to us of our securities here- 
tofore sold abroad, the funds in this 
country available for development are 


Write More 
Court Business 
Fidelity and 


very much curtailed and probably wil! 
be so for some time. 

“As a natural sequence it follows 
that our contract business will decline. 
Very little, if any, evidence of this has 
been observed so far, but in our opin- 
ion it is bound to come sooner or lat?r. 
This being so, we want to suggest to 
agents that they lose no time in de- 
veloping further their fidelity and court 
lines. Now is the time to lay your 
plans for obtaining business to take 
the place of that which will be tem- 
porarily suspended. Court business 
when properly handled is one of the 
most desirable and most profitable of 
the lines we write, and each agen 
should do his utmost to keep in close 
touch with the principal source of sup- 
ply—the lawyers in his territory. He 
should also devote a large portion ot 
the time put apart for soliciting, to 
fidelity and public official lines. The 
fidelity business is always susceptible 
of development. If he can not get 
a new line each day, hs can perhap: 
induce the assured to increase the line 
he is carrying. Elections are approach- 
ing shortly and agents should be active 
in securing promises of bonds from 
public officials who are candidates. 

“The man who is ever vigilant and 
who looks forward to the future, 1s 
the man who does not suffer reverses. 
Make up your minds that there is 2 
strong possibility that there will be 
a decrease in the number of applica- 
tions for contract bonds and fortify 
your position now by laying plans for 
additional lines to take the place of 
this decrease so that your income wii 


not suffer in these hard times.” 
* x + 
“We had supposed 
Policies that every one of 


Obtained Under our agent selling ac- 
False Premises cident and health in- 
surance fully 
aware of the furdamental rule that the 
moral, financial and general standing 
and reputation of every applicant for one 
of our accident and health policies 
should be cicsely scrutinized, and that 
no such policy should be issued, or 
its issuance recommended, unless the 
agent concerned was personally satis- 
fied that such applicant was in all re- 
spects entitled to such a policy, and 
for the amounts desired; and that 
especially was this so in the case of 
strangers, who, voluntarily and with- 
out previous solicitation, applied for 
insurance,” says the Fidelity & Casualty 
Company. 

“That this rule has not been in- 
variably observed, is demonstrated by 
the facts in a claim pending against 
us for permanent and total loss of 
sight, where we may be compelled 
eventually to pay a very large weekly 
indemnity for a long period of time, 
although the policy was obtained un- 
der false pretenses, and, we believe 
with fraudulent intent. 

“Our investigation develops that a 
total stranger applied to our agents 
for a large policy, and that they un- 
qualifiedly recommended the risk with 
no other justification or knowledge of 
it than the mere statement of an ac- 
quaintance to whom the applicant had 
referred them, that while he knew 
nothing about the applicant except that 
he had attended school with him, he 
knew of nothing against him. The re- 
sult was that within two weeks of the 
issuance of the policy, and before the 
home office had time to investigate for 
itself, the alleged accident occurred and 
claim was filed. 

“Under no circumstances should an 
agent issue a policy or recommend a 
risk unless to his own knowledge there 
is absolutely no question as to the 
moral hazard; and in the case of 


was 


strangers, the responsibility is all the 
greater. 


If the agent has no means 
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of informing himself upon this or all 
other essential points, the application 
should simply be referred to the branch 
office or the home office, as the case 
may be, so that the company may not 
be placed upon the risk until it has 
had time to make the necessary in 
vestigation.” 


. * > 


“If a man wanted to 

A Little catch some deep sea fish 
Sermon the probabilities are he 
About Fish would select some place 
in the Atlantic Ocean 

where fish had been known to fre 


quent,” says the Massachusetts Accident 


Company's “Bulletin.” “We presume 
that he would spend little time in 
lamenting because there are no rock 
cod in Boston Common. 

“It would appear that what is true 


of fishing should be equally true of in- 
surance. Successful insurance men go 
where they can get applications. They 
solicit among men who are steadily 
employed and who are able to take and 
pay for policies. If a certain factory is 
running on short time they steer clear 


of that particular factory. They ‘fish 
where there are fish.” 
The Rossia Insurance Company will 


have an exhibit at the Panama-Pacific 
Exposition. 


ASK BROKERS TO VOTE FOR GLYNN 


D. F. Driscoll, of 7 Pine street, has 
caused considerable comment on the 
street by issuing a circular asking 
brokers to favor the candidacy of 


Governor Glynn. His argument is that 
Governor banking 
commission that revised the State Bank- 


Glynn appointed a 
ing Laws ii. such a way that it is now 
fire insurance brokers in 
New York State to place insurance on 


possible for 


realty mortgaged by their clients to 
particular savings banks (who would 
not heretofore recognize them as the 
authorized broker of an owner) and 


have them accepted. 


The clause in the banking commis- 
sion bill which bears directly on the 
question involved has already been 


printed in The Fastern Underwriter. It 
provides that no savings bank can now 
refuse to accept a policy from an 
authorized broker of an owner of prop- 
erty on which a savings bank had be- 
come the mortgagee, if placed in a good 
company and properly drawn. 

Mr. Driscoll says that the Equitable 
Life is now accepting policies from 
any authorized broker of the mortgagor 
on realty payable to them as mort- 
gacees 





THE EASTERN UNDERWRITER 





October 30, 1914, 











The best company for a policyholder is the best 
company for an agent. 














“An Agent Is Known by the Companies He Keeps” 
Continental Insurance Company 


OF NEW YORK. 


The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. Combine the assets of two of the largest com- 


HENRY EVANS, President. HENRY EVANS, President. 






Fidelity-Phenix Fire Insurance Company || Fidelity (Fire) Underwriters 


OF NEW YORK. OF NEW YORK. 





panies with the highest sense of liberality and 


fairness. 








Home Office, Home Office, Combined Assets $42,586,574 
80 MAIDEN LANE, NEW YORK. 80 MAIDEN LANE, NEW YORK. Policyholders Surplus $23,743,555 
Western Office, Western Office, Home Office, 





332 SO. LASALLE ST., CHICAGO. 





137 SO. LASALLE ST., CHICAGO. 





80 MAIDEN LANE, NEW YORK. 











“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 


While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 
Life Assurance Society 


of the United States 
165 Broadway, New York 
W. A. DAY, President 


The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Semi-Annual Statement, June 30, 1914 


NN ee tied BROT Ria SES 7 2 $11 ,606,723.00 
SING “son sch waelt a eaeieae 8, 167,993.93 
erry 1,000,000.00 
Surplus over all Liabilities... __. 2,438,729.07 
Losses paid to June 30, 1914 .... 46,713,497.00 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
Fidelity Bonds; Surety Bonds; Accident, Health and Disability I ; Burglary, Lar 
and Theft Insurance; Plate Glass Insurance; Liability Scmeane—teiaend, Palio, Fons 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and 
Collision), Physicians’, Druggists’, Owners’ and Landlords’, Elevator, Workmen’s Compensation— 
Steam-Boiler Insurance; Fly-Wheel Insurance. 


















R. W. Alexander, Pres. 


W. W. Alexander, Sec. 


Itty. fast, See 
Li 





aX 


BALTIMORE, MD. 
Cash Capital $1,000,000.00 Surplus to Policyholders $1,203,604.68 


FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Appiy HOME OFFICE 








Firemen’s Insurance Co. Newark, N. J. 


Statement January 1, 1914 





Capital Stock.........scccsccceccccescccs sosceseceees $1,000,000.00 
Re-Imeurance Reserve «... 20 ..0.cc .-cccccccces seccces 2,845,185 81 
Reserve for Unpaid Losses and All Other Liabilities... . 273,985.87 
SIL 60:00:50 5, co dede octane sesdnedearacnys 2,720,038.31 
TOTAL ASSETS..... hisimkekanbedibube ahh ees Sepeeedin $6,839,209.99 
During a successful record of 58 years this Company has paid losses exceeding 
$14,000,000.00 
DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER. Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 














“The Leading Fire Insurance Company of Office 
America” 


CASH CAPITAL - $5,000,0%0.00 


E. S.:ALLEN, 


W.F. WHITTELSEY, Marine Secretary 








PHILADELPHIA 
325 Walnut Street 











GENERAL INSURANCE AGENTS 
PENNSYLVANIA === NEW JERSEY 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 


Office 


Clarence A. Krouse & Co. NEW JERSEY 


Stone Harbor and Haddonfield 











With over twenty-five years continuous experience, we are thoroughly qualified to 


properly safeguard your clients interests 


WM. B. CLARK, President 
Vice-Presidents 
HENRY FE. REES A. N, WILLIAMS . - ‘ ‘ 
E. J. SLOAN Sixteen leading Companies represented in our agency 
Assistant Secretaries ‘ 
RALPH IVES YOUR PATRONAGE IS SOLICITED 























